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PROVEN 
SELLER! 


You'll get more chick feed business this com- 
ing Spring if you stuck a brand that has 
made good with poultrymen—a feed that 
is a proven seller through the years—the 
good years and the years not so good. 


You’ll also make more profit and keep more 
customers for the future if you will take your 
stand on Quality instead of being tempted to 
put your good name as a merchant behind 
cheap-john mashes. 


is a leader in Sales because it leads in RESULTS. This time-tried and tested ‘‘first feed’’ builds 
bigger and better birds in less time than any “‘cheapened”’ brand or any home-made mixture. 


A poultryman’s profits are too narrow and too uncertain today for him to gamble on mashes of 
no reputation. 


A baby chick eats only a spoonful a day. It is of utmost importance, then, that every portion 
of the feed be mixed uniformly and perfectly adapted to the needs of the chick. Wisconsin 
Chick Starter Mash is ‘‘mixed a thousand times”’ in our precision mechanical mixers. Every lot 
is uniform. Every two beakfuls are alike. 


Wisconsin Chick Starter Mash gives the little chick everything it needs in one scientific ration. 
Each of eleven ingredients does its part to make acomplete and perfectly balanced feed. And 
it is doubly fortified with milk proteins, minerals and pure U.S. P. cod liver oil of highest vita- 
min potency. Losses are negligible and there’s no stunted, uneven development of the flock 
where this famous mash is fed. 


WRITE TODAY for further particulars about the complete line of WISCONSIN poultry feeds. 


NORTHERN MILLING COMPANY 


Quality Always Wins WAUSAU, WISCONSIN 


Established 1883 
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FORMULAS 
like Scales 


MUST KEEP BALANCE 
FOS-FOR-US— Nature’s Mineral—Stays Balanced 


INERALS that change chemically 

and scales that are out of balance 

have no place in mixing feeds. Both unin- 

tentionally fool the seller and the buyer. 

So watch the forms of calcium and phos- 
phorus that you buy. 

Laboratory tests prove that minerals 
purchased of alkaline base, because of 
unseen decomposition, frequently become 
acid and unbalance feed formulas. 

FOS-FOR-US, Nature’s Mineral, is taken 
from deposits of animal life of prehis- 
toric ages. All tissue and flesh have be- 
come fossilized. No chance for decompo- 


sition or chemical change—just calcium, 
phosphorus, iron oxide, and sulphur in 
the proper proportions that made animals 
healthy millions of years ago. 

No wonder FOS-FOR-US is balanced— 
and stays balanced. No wonder FOS-FOR-US 
fed fowls in competitive tests ranked first 
in egg production, in weight of eggs, and 
also in reduced mortality. 

On sheer merit alone, over 1200 feed 
manufacturers and millers have chosen 
FOS-FOR-US to mineralize their feeds. Our 
booklet, ‘‘Facts for Millers,’ tells why. 
Write for a copy. It’s free. 


FOS-FOR-US 


[NIERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS 


OF GRADE 


61 Broadway, New York, New York 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
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investment. It will pay readers to trade with 
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financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
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WHICH CAME FIRST— 
the hen or the egg? 


We don’t know—but nowadays you have to 
have good healthy hens before you get eggs. 


Money-making poultrymen BUILD UP 
their hens at this season with 


VITA BRAND 
SOD LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


It makes up for lack of green feed and sun- 
light. Hens lay more eggs and better eggs. 


NEW REDUCED PRICES 
Barrels (40 Imp. gals. or 49 U. S. gals.) $32.00 
Large Cans (10 Imp. gals. or 12 U.S. gals.) 11.00 
Small Cans ( 5 Imp. gals. or 6 U.S. gals.) 6.00 
(No duty—just a small customs entry fee) 
Above prices are ex plant London, Canada. 


We can also supply you with name of 
nearest distributor in U.S. A. 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 
‘‘Pioneers in Vitamin-tested Cod Liver Oil’’ 


Mixed Cars 


of Dried Buttermilk 
Soy Bean Meal 
Alfalfa Meal and 

87 Other Ingredients 
for Mixer 

and Dealer 


Good Service — Fair Prices 
Let Us Have Your Inquiries 


La Budde Feed & Grain Co. 


Milwaukee, Wisconsin 
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Feed Dealers.. 


INVESTIGATE 
Happy Chick 
Wormer and 
Tonic 


A quick action flock treatment for baby 
chicks and laying hens. Treats entire 
flock with minimum of labor. DOES 
NOT LOWER EGG PRODUCTION. 
Adds palatability to the feed. Increases 
Egg Fertility—Stops Coccidiosis in 3 to 5 
days. Eliminates intestinal parasites. 
Acts as general tonic and germ destroyer. 


1 Lb. Treats 170 Mature Birds 
for 15 Days 


Happy Chick 
Gas Spray 


Will check Infectious Bronchitis in 48 
hours. An effective treatment fo: Chicken 
Pox, and other respiratory diseases such 
as Roup, Common Colds and Diphthezia. 


Feed Dealers Wanted To Act As Distributors. 


Write for Literature and Free Samples. Use Coupon. 


Happy Chick Laboratories, Inc. 
2020 BOARD OF TRADE BLDG. 
CHICAGO, ILL. 


Subsidiary—VITALITY MILLS, Inc. 


Happy Chick Laboratories, Inc. 
2020 Board of Trade Bldg. 
Chicago, III. 


Send Free Sample, Literature and Prices of Happy 
Chick Wormer and Tonic and Happy Chick Gas Spray. 


Name 


Address ......... 
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Happy New Year 1933 
to You Mr. Feed Dealer, and 
to All Arcady’s Friends 


We enter 1933 with our 
heads up—conservatively 
optimistic, knowing there 
are many problems still to 


be solved—but also know- 


ing the worst is behind us 
and knowing too that 
Arcady-Wonder Feeds + 
will help make 1933 a bet- 
ter year for you if you 
will let them. 


ARCADY FARMS MILLING COMPANY 


CHICAGO, ILLINOIS 
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DAVID K. STEENBERGH, Managing Editor 


Volume Nine 


January, 1933 


Number One 


Iowa Groups Cooperate in Forming 


Statewide Association 
Adopt The Feed Bag as Official Magazine 


NEW organization which will 
A represent the feed and milling in- 

dustry of the entire state of lowa 

was formed at a general meeting 
held at West Union, December 18. The 
meeting was sponsored by the North- 
eastern Iowa Millers association, the 
Custom Millers association and other lo- 
calized groups in the state which will 
furnish a nucleus around which the en- 
larged organization will be developed. 
The new organization will be known as 
the Iowa Millers & Feed Dealers asso- 
ciation. 

E. C. Heinmiller, New Hampton Mill, 
New Hampton, president of the North- 
eastern Iowa Millers association, which 
has relinquished its name in favor of the 
new body, was elected to head the state- 
wide organization. Ernest Striby, Den- 
ver Mill & Produce Co., Denver, was 
chosen vice president and A. W. Apple- 
ton, Osage Feed Mill, Osage, was 
named secretary and treasurer. Direct- 
ors elected were D. Miller, Miller Pro- 
ducts Co., Cedar Rapids; Henry Wiest, 
Evergreen Roller Mills, Fort Atkinson, 
and Elmer Morris, McIntire Feed Mill, 
McIntire. Two additional directors will 
be chosen at a meeting which is to be 
held later in the central part of the state. 

Adopt The Feed Bag 

The Feed Bag has been formally 
adopted as official magazine of the new 
association. For the past ten months 
it has served the Northeastern Iowa 
Millers association in an official capacity 
and its opportunities for continued serv- 
ice on a statewide scale will be greatly 
increased. 

The chief objective in forming the new 
organization is the crystallizing of activ- 
ities under one strong, central head. 
Heretofore local groups in Iowa carried 
out their own individual programs in 
fighting portable mill competition, ob- 
taining lower power rates and solving 
other problems of general scope. Du- 
plication of effort in many instances 
was the result. 

Plans for forming a central unit have 
been under consideration for several 
months and were frequently discussed 
at various group meetings. At the gen- 
eral gathering held at West Union on 
December 18, the local organizations 
represented voted to start work on the 
new association immediately and the 
movement was assured whole hearted 
support from all sections of the state. 


Benefits already attained by the North- 
eastern Iowa association and the pro- 
jects launched are to serve as a nucleus 
around which the program of the new 
state association is to be woven. Chief 
among these projects is the combatting 
of portable mill competition by spon- 


E, C. Heinmiller 


soring legislation that will compel the 
itinerant grinders to be licensed, the 
forming of a mutual fire insurance com- 
pany, obtaining of lower powef rates 
and the general improving of trade con- 
ditions in the feed and milling industry. 

Reductions ranging from 20 to 35 per 
cent in power rates have already been 
obtained by the Northeastern group and 
further cuts are expected to be secured 
throughout the entire state under the 
new program. Effective results have 
also been achieved in battling the port- 
ables. The Northeastern association last 
year was responsible for legislation 
which now requires the itinerant mills to 
pay a gasoline tax of 3 cents a gallon 
and take out a driver’s license. The 
organization has also induced several in- 
surance companies to declare their pol- 
icies on farm property void during the 
time a portable operates on the premises 
and for 24 hours thereafter. The orga- 
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nization of a mutual fire insurance com- 
pany was also under way but postpone- 
ment until conditions improve was 
voted at the general meeting at West 
Union. 

“We deemed it advisable to form a 
state association at this time,” writes 
Mr. Heinmiller in an announcement to 
the trade, “because we have problems 
that are statewide in scope and of mu- 
tual interest to dealers and millers in 
the entire state. A strong central or- 
ganization will have more weight in 
such matters. We have in mind the or- 
ganization of our own mutual fire in- 
surance company. However, we do not 
deem it advisable to do this at this time 
because of prevailing conditions. By 
having our state association formed we 
will be able to build up our reserve fund 
which will enable us to get started at 
an early date when conditions are favor- 
able. In the meafitime there are other 
matters more pressing which require 
general cooperation. 

New Members Invited 

“Our local association has been very 
successful in getting a reduction in 
power rates, as we have agreements with 
the power companies which serve us 
that have saved our members from 20 
to 35 per cent on their power bills. The 
old agreements have terminated and we 
have had a meeting with the power com- 
panies and have something to announce 
to our members for which we feel cer- 
tain they will be grateful. We have 
also obtained a reduction in the price 
of grinding plates which has represented 
a saving of hundreds of dollars to our 
members. 

“The Northeastern Iowa Millers asso- 
ciation has given up its name in favor 
of the Iowa Millers & Feed Dealers as- 
scciation and will lend its entire cooper- 
ation to the new organization. All mill- 
ers and feed dealers in Iowa are urgent- 
ly requested to join the association so 
that we will have a good representation 
to start our program at once.” 

Dues in the Iowa Millers & Feed 
Dealers association have been set at 
$10.00 a year, $2.00 more than the mem- 
bership fee formerly charged in the 
Northeastern organization. The execu- 
tive committee has been authorized to 
draft a constitution and by-laws which 
will be submitted for approval at an- 
other general meeting to be held in 
the near future. 
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NOWAK PLANT DAMAGED 

Loss of approximately $100,000 was 
sustained by Nowak Milling Corp., 
Hammond, Ind., on December 26 as the 
result of a fire which originated in the 


feed manufacturing plant. Two of the 
firm’s milling units were destroyed and 
others were badly damaged. Other fa- 
cilities at the plant have been pressed 
into service and the company is con- 
tinuing to supply its trade in the usual 
manner, Maxwell M. Nowak, president, 
reports. 


HOWARD W. SELBY, Springfield, 
Mass., former general manager of the 
Eastern States Farmers exchange, feed 
cooperative which he assisted in orga- 
nizing, has been appointed manager of 
New England Dairies, Inc., according 
to a recent announcement. 


Indiana Dealers to Convene 
January 19 and 20 


ERCHANDISING problems and 
M economic factors affecting the 

grain and feed industry will be 

discussed by nationally known 
speakers at the 32nd annual convention 
of the Indiana Grain Dealers associa- 
tion, which is to be held in the library 
of the Indianapolis Board of Trade, In- 
dianapolis, January 19 and 20. Fred K. 
Sale, secretary and treasurer of the or- 
ganization, who is directing arrange- 
ments, announces that a record crowd 
is expected and that nothing has been 
spared in preparing a program that will 


—Better Built Bags 


BAG FACTORIES « COTTON MILL + BLEACHERY 


TALK Asout sacs! 


(Quoted from Customers’ Letters) 


.. Lordered some bags by mail 


on Sunday morning, requesting that 


a few sixes and twelves be for- 


warded by express. 


The bags 


were here Tuesday morning. This 
is not extraordinary, as | have got- 
ten every rush order | have asked 
for without delay. 


“I don’t see how it will be pos- 
sible for anyone to render better 
service than you folks do.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 
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be of practical value to all. 


0: L. Barr, 0: L. Barr Grain Co., 
Bicknell, Ind., president of the associa- 
tion, will open the convention with his 
annual address which is to be followed 
by the secretary’s report. George E. 
Booth, Chicago, president Grain & Feed 
Dealers National association, will then 
discuss topics of interest to the grain 
and feed trade. A report by Everett 
McVicker, Van Buren, chairman of the 
power rate committee and the appoint- 
ment of convention committees will con- 
clude the session. 


In the evening the dealers will gather 
for the annual banquet in the dining 
room of the Indianapolis Board ot 
Trade. Music, entertainment and danc- 
ing will be provided by the board of 
trade and the association. Price of the 
dinner is to be $1.00. 


J. L. Davis, Seymour, chairman of 
the legislative committee, will open the 
following morning’s session with a re- 
port on the present and proposed laws 
affecting the grain and feed industry. 
He will be followed by Chester Troyer, 
Lafontaine, Ind., the world’s corn king. 
Mr. Troyer will exhibit the ears of corn 
which won his title at the recent grain 
and hay show held at Chicago. H. L. 
Gray, Crawfordsville, chairman of the 
transportation committee, is scheduled 
to give a review of the committee’s ac- 
tivities during the past year. Important 
sidelights on the economic situation of 
the country will be given by Phil °S. 
Hanna, Chicago, editor of the Chicago 
Journal of Commerce. C. R. Jackson, 
Seymour, will discuss charges for public 
weighing and problems arising from the 
trucking of grain, will also be discussed 
by members from the floor. 

“Taxation and Business” will be the 
subject of an address by J. E. Fredrick, 
Kokomo, president of the Indiana State 
Chamber of Commerce, at the opening 
session, and Herman Steen, Chicago, 
secretary of the Millers National Fed- 
eration, will explain the proposed federal 
allotment plan which is creating consid- 
erable furore in the grain and feed in- 
dustry. Reports of committees and the 
election of officers will conclude the con- 
vention. 


Officers of the association extend a 
cordial invitation to all grain and feed 
men to attend and assure everyone that 


a trip to Indianapolis for the meeting 
will be well worthwhile. 


INDIANA 


George O’Donnell, 55, owner of the 
North Webster Roller mills, died re- 
cently at a Warsaw hospital. 

Robinson Milling Co., Covington, has 
opened a new feed store. 

W. D. Hurn, New Salisbury, has 
opened for business at Leavenworth 


oe the name, W. D. Hurn Milling 
fe) 


Sunnyside Milling Co. plant, Evans- 
ville, which was recently damaged by 
fire, is undergoing repairs. 

Frank Good, manager, Warren eleva- 
tor, Warren, has resigned and has been 
succeeded by E. R. Bonham. 


| 


Federation to See ‘House of Magic’ 
At Winter Convention 


Meets at Syracuse February 21 and 22 


mid-winter convention of the Eas- 

tern Federation of Feed Merch- 

ants will have an unusual oppor- 
tunity to see the “House of Magic” of 
the General Electric Co. and made fa- 
mous by Floyd Gibbons in his radio 
broadcasts. This is the most complete 
demonstration of the marvels of elec- 
tricity that has ever been arranged for 
a meeting of this kind. 

The display was secured because the 
federation, through Secretary W. A. 
Stannard, has cooperated with the Gen- 
eral Electric Co. in its radio program 
“The Farm Forum”. Nearly a ton and 
a half of equipment is required and it 
will fill the large truck that will carry 
it from the “House of Magic” in Sche- 
nectady to the Syracuse convention. 
Two engineers, one of them a leader 
in scientific research in America, will 
spend an entire day arranging the dis- 
play. 


| merchants who attend the 


Electrical Magicians 


Miniature trains will obey commands 
spoken into a microphone, starting, 
stopping or changing their direction at 
the will of the director. An electrical 
instrument that is played by merely the 
wave of a hand, has amazed all who 
have seen it. The latest developments 
in radio, light beam control and burglar 
alarms that operate in uncanny manners 
will be demonstrated. 

As soon as announcement of this mar- 
velous feature was made, requests were 
received from 50 residents of Syracuse 
who want to attend the banquet in or- 
der to view the wonders of “electrical 
magic” and hear the speaker who has 
lectured from one end of the country 
to the other before large audiences. 

While this electrical display is but 
one feature of the convention, the inter- 
est it has developed has convinced the 
committee that it will attract an un- 
usually large attendance. The members 
of the federation will be given first op- 
portunity to secure the reservation cer- 
tificates and if any are not used by Feb- 
ruary 15 they will be furnished to the 
residents of Syracuse and vicinity in the 
order of their application. 

Directors Meet February 20 

The tremendous convention will open 
officially on February 21 at the Hotel 
Onondaga where all of the meetings will 
be held. Registration will begin Mon- 
day evening, February 20 in order to 
avoid delay the following day. That 
same evening a meeting of the direc- 
tors, governors and advisory council will 
be held to draft the final plans for the 
convention and review proposals and 
resolutions that will be presented. 

Fred M. McIntyre, president, will be 
in charge of all business sessions. After 
a brief address of welcome by officials 
of the city of Syracuse, the chamber 
of commerce which is assisting in ar- 
ranging the details of the convention, 
and the director of conventions for the 
hotel, the meeting will get right down 
to business. The sessions will be divid- 


ed into four sections to consider the fol- 
lowing subjects: 

Problems of Management. This will 
include a discussion of all problems of 
successful operation of a feed store or 
mill. Office procedure, systematic bill- 
ing, cost accounting, cash and credit, de- 
livery methods, standardized forms, etc., 
will be discussed by the feed merchants 


Fred M. McIntyre 


themselves under the leadership of three 
experts. 

Sales Promotion. Determined to leave 
nothing undone to improve business in 
1933, a period has been set aside to dis- 
cuss methods which have been found 
valuable in stimulating sales. Two 
speakers will present a review of suc- 
cessful sales promotion plans and a 
round table discussion will follow. 

Mechanical or Technical Service. Dur- 
ing the third period there will be a dis- 
cussion of power costs, efficient machin- 
ery arrangements, proper charges for 
grinding and mixing service, arrange- 
ments of formulas, how to secure and 
furnish careful advice on feeding prob- 
lems. * 

Advertising. Advertising is playing an 
important part in the development of 
the feed business. Many merchants have 
tried new methods of advertising their 
wares with excellent results. These 
methods will be explained with full de- 
tails of the cost. An advertising expert 
will act as a consultant and will answer 
questions. He will also show how to 
prepare “copy” or material for the ad- 
vertisements. 

A luncheon conference will be held 
each day at 12:45 with interesting speak- 
ers and features of entertainment. The 
banquet will be held on the evening of 
February 21, to be followed by the dis- 
play of the world-renowned “House of 
Magic”. 

At a conference of federation officers 
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‘about the convention. 


held recently at Syracuse to draft the 
— for the convention, Mr. McIntyre 
said: 

“This must be the most helpful, in- 
spiring and enthusiastic convention we 
have ever held. The trade has success- 
fully weathered the economic storm and 
now that a definite upturn is in sight 
it behooves the federation to lead the 
way to prosperity. We must leave no 
stone unturned in our efiort to bring 
the best speakers and to discuss the 
most vital subjects. We must also ar- 
range plenty of entertainment, because I 
believe we need a happy frame of mind 
to successfully tackle the great prob- 
lems that will be presented.” 

The committee went to work and all 
are convinced that President McIntyre 
will find his fondest hopes exceeded by 
the program that will be presented. 

Every retail feed merchant is invited 
to attend. Certain sessions of the con- 
vention will be exclusively for members, 
and first preference at the banquet must 
be extended to members. Merchants who 
do not now belong to the federation may 
join at the convention or send their ap- 
plications in advance. Feed manufac- 
turers and their representatives are ex- 
pected to attend in unprecedented num- 
bers and a room off the mezzanine floor 
will be set aside for their use where 
they may display their literature or their 
products if arrangements are made in 
advance. 


Judge Harper Invited 

An invitation has been extended to 
Judge Roscoe C. Harper to speak at one 
of the sessions but at this writing we 
are unable to confirm his acceptance. 
Judge Harper has spoken at our con- 
ventions for several years and at the 
conclusion of the meeting in 1932 he 
was officially invited to again appear at 
the 1933 convention. 

To insure a large attendance and to 
make sure that every feed merchant re- 
ceives an invitation the board of gover- 
nors will make a personal canvass of 
their districts. It is expected that a 
prize may be offered for the district 
that sends the largest delegation. 

To avoid a rush at the last minute 
Secretary Stannard requests the merch- 
ants to send in their reservations as soon 
as the official tickets reach them. These 
will be mailed within a few days. 

“It’s going to be a knock-out,” Sec- 
retary Stannard announced when asked 
“T have seen 
many convention programs but never 
one so comprehensive as this. I cor- 
dially invite every retail merchant to 
have a part in what is surely going to 
be a _depression-breaking convention. 


~The theme song will be ‘Happy days are 


here again. 


ALOIS PRZYBYSZ, owner and 
manager of the Indiana State Milling 
Co., South Bend, Ind., died at his home 
December 28 following a brief illness. 
He had been engaged in the feed and 
milling business for the past 20 years. 
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The Van Gorden’s—left to right—Bruce, ‘‘Grandpa’”’, Harry, 
Kenneth and Archie. 


HREE years of experience has 

! convinced S. H. Van Gorden & 

Sons, operating plants at Alma 

Center, Neillsville, Black River 
Falls and Whitehall, Wis., that the port- 
able mill game is no business for a feed 
dealer. 

In the fall of 1928 the company 
mounted a hammer mill on the back 
of a truck and started operations among 
the farmers. Trouble and _ expense 
camped on the trail of the portable from 
the start. Repair bill followed repair 
bill and at the end of a year the mill 
went to pieces entirely. 

In the meantime, other portable oper- 
ators had entered the territory and in 
order to meet competition S. H. Van 
Gorden & Sons decided to purchase a 
new machine. They gave the whole 
idea up as a bad job last fall and dis- 
posed of the mill. 


Nothing But Grief 


“We are all fed up on the operation 
of a portable mill in connection with 
our plants,” declares J. Bruce Van Gor- 
den, manager of the Black River Falls 
branch. “In the fall of 1928 we bought 
a mill and put it on the back of a Stude- 
baker car and found that we could not 
get anywhere with this outfit, so we 
arranged a new outfit on the back of 
one of our used trucks. The machine 
worked fine for about three months and 
then it went to pieces. We had to keep 
on repairing it for a year, and because 
ot other portable competition in our ter- 
ritory decided to buy a new machine. 

“We found out later that we had to 
hire two men to operate the new outfit 
and with all of the additional expense 
we were compelled to take a continual 
loss. It is difficult to tell the amount 
it cost us to grind 100 pounds of feed, 
but I would estimate the figure at 6% 
cents a hundred. Whatever may be said 
I know it to be a fact, after three years 
of experience, that there is nothing left 
for the man who owns the machine. 

“Our idea of buying a portable mill 
was to meet competition and we were 
interested in learning how the idea 
would work out. Our competition in 
the portable business has changed hands 
three times since we started the plan. 
All we can say is that the portable mill 
business is no business for a feed deal- 
er. 
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Four stores are operated by the Van Gorden’s. 


This is the 


plant at Black River Falls. 


Dealer Who Operates Own Portable 
Gets Nothing but Grief 


Sad Experience of S. H. Van Gorden & Sons 


All of the Van Gorden’s from grand- 
father to grandson are engaged in the 
feed business. The family operates four 
separate stores, located at Alma Center, 
Neillsville, Black River Falls and White- 
S. H. Van Gorden started the first 
plant at Hixton in 1874. Although he 
is now 80 years old, he is still active in 
the business. He knows all of the old 


Northwest Feed Dealers 
Meet February 23 


Portable mill taxes, group insurance, 
lower power rates and trucking compe- 
tition will be among the chief topics 
of discussion at the annual convention 
of the Northwest Feed Dealers associa- 
tion, which is to be held at the West 
hotel, Minneapolis, Thursday, February 
23. 

Plans for the program were discussed 
and the date for the meeting was set at 
a gathering of the board of directors 
of the organization which was held at 
Minneapolis, December 20. Frank T. 
Hamilton, St. Paul, Minn., secretary of 
the association, issues an invitation to 
all members of the feed trade to attend 
the convention and anticipates a record 
attendance. 

Negotiations are under way for ob- 
taining speakers who are well qualified 
to discuss taxes, power rates, truck com- 
petition, insurance and other vital trade 
topics. Among those already secured 
are G. B. Bjornson, chairman of the 
Minnesota tax commission, who will 
give his views on the taxation of trucks 
and portable mills, and Dr. H. A. Hal- 
vorson, Minnesota feed control official, 
who will explain the laws governing 
feed control work. 

New officers of the association for the 
ensuing year will also be elected during 
the convention. Mr. Hamilton reports 
that 228 members, mostly from Minne- 
sota, are now enrolled in the organiza- 
tion and that a large increase is ex- 
pected during 1933. 


QUISENBERRY FEED MFG. CO., 
Kansas City, Mo., which recently filed 
a voluntary petition in bankruptcy, is to 
be reorganized under the same name 
by J. E. Musgrave, former vice presi- 
dent of the old firm. 
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customers by their first names and often 
swaps tales with them and the younger 
generation about pioneer days. 

The Whitehall store is the newest ad- 
dition to the group. It was purchased 
last August from the Pigeon Grain & 
Livestock Co., and was opened under 
the new management on a cash basis. 
The store at Alma Center also sells for 
cash only and the Van Gorden’s plan 
to place the other two establishments 
on a similar basis in the near future. 

“The cash plan is the only successful 
method of conducting a feed business,” 
declares Bruce Van Gorden. ‘Any deal- 
er who gives too much credit will be 
out of business if these conditions con- 
tinue much longer.” 

Mr. Van Gorden reports that his worst 
competition comes from truckers who 
haul flour and feed from the mills and 
sell it direct to the farmer. He ques- 
tions whether the truckers will con- 
tinue to operate with the present low 
rates charged for hauling and predicts 
that if they do it will mean the down- 
fall of the railroads. 


Advertise Specials 

Consistent advertising of special bar- 
gains has helped to boost feed sales for 
the company. Last November a special 
on egg mash at 99 cents a bag for one 
day only was announced in the news- 
paper circulating throughout the terri- 
tory served by the Van Gorden stores. 
The advertisement proved to be a good 
trade puller. The Alma Center branch 
sold 89 bags; Whitehall, 139; Neillsville, 
83, and Black River Falls, 209. Many 
additional purchases were also made by 
customers who came to the stores to 
take advantage of the poultry mash 
special. Each purchaser was limited to 
five bags on the special offer. 

“This was the biggest thing we ever 
put over,” Mr. Van Gorden said. “We 
have a good paper here that covers the 
whole county and we carry an advertise- 
ment every week. We are careful not 
to run too many different kinds of spe- 
cials at one time. Three good bargains, 
we find, are better than 10 or 15. We 
also try to make the price as attractive 
as possible to get the people into our 
store where we have an opportunity to 
talk our other lines of goods.” 


| 
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Service 
MIXERS 


VERY manufacturer realizes the need 

for keeping abreast of new feeding 
knowledge which is continually being de- 
veloped and published by various investi- 
gators. A pioneer and leader in research 
work on the use of Vitamin D in mixed 
feeds, the National Oil Products Com- 
pany is also constantly assembling the results 
of all experimental work done by other in- 
vestigators in this field. The Nopco Nutri- 
tional Laboratory makes many important con- 
tributions particularly in poultry feeding. Asa 
special service to feed manufacturers, Nopco 
has prepared a digest of latest facts on Vita- 
min D feeding. This book is yours for the 
asking. Write for your copy today. 


Nearly 800 feed manufacturers are using 
Nopco XX Cod Liver Oil reinforced in Vitamin 


Steadfast in Potency Dependable in Results 


NATIONAL OIL PRODUCTS CO., INC. 
BOSTON CHICAGO SAN FRANCISCO KANSAS CITY - - - 
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IT’S FREE! 


D. They prefer Nopco XX because of its in- 
creased, standardized, unvarying Vitamin D 
potency and its economy. 


Nopco XX is produced by first extracting the 
Vitamin D directly from pure cod liver oil. This 
Vitamin D concentrate is then added to other 
lots of biologically tested cod liver oil to produce 
aconcentrated product of definite, standardized, 
Vitamin D potency. The same Vitamin D 
concentrate which Nopco XX contains is used 
in milk, bread, and other human foods. 


EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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A. V. JAY, western sales manager, 
National Oil Products Co., Chicago, has 
sojourned to Florida to recover from 


a major sinus operation which he under- 


NEWSOME RETIRES 
L. C. Newsome, president, Newsome 
Feed & Grain Co., Pittsburgh, has re- 


Carefully Sifted for Feed Dealer Consumption 


signed from active interest in the firm. 
His former associates will continue to 
conduct the business. Mr. Newsome, 


About the only things getting the 
breaks these days are New Year’s reso- 


who has gained a reputation as one of lutions. oP 

the outstanding feed jobbers in the coun- 

try, has been in poor health for the past ROLLING VOICE ; 

few years and has retired for the pur- Grocer: “Our gang sang at Dinty’s 


pose of recuperating. He plans to spend again last night.” 


a short time visiting in the East and will Feed Dealer: “Who carried the 
then journey to New Orleans and thence tenor?” ; 
to southern California where he intends Grocer: “Nobody. We sent him home 
to spend the remainder of the winter. in a taxi.” 


All Aboard! 


through 


4 ary 


~ 


IT down in your easy chair and forget 
that it’s a book—for never in your life 
have you seen a book like this! 


Short stories of modern business romance— 
with 100 illustrations in its 128 pages. 
Through 23 states this remarkable book 
takes you—gripping your interest all the 
way. In town after town you ‘‘meet’’ live- 
wire Wayne dealers and get their ‘‘inside 
stories’’ on the methods they use to get 
business today. 


This book presents, in a simple, easy-reading 
style, the best merchandising ideas gathered 
from 5,000 Wayne dealers. Itcontainsscores 
of original money-making suggestions. 


Ideas Galorein this 
Remarkable Book— 


e Concentrating on New Cus- 
tomers. 
e Bargain Day Letters 
e Guessing Contest and Prize 
Drawing 
e Using the 
Feed 
e Prize Contests for Boys and 
iris 
e Boosting Business with Pony 
and Peanuts 
® Educational Meetings 
e Resale and Service Meetings 
e Cash, Credits and Collec- 
tions 
e A Chicken Scramble 
e os Feeds Direct from 
ar 


For Wayne Dealers Only 


This book could easily be the year’s best 
seller to feed dealers—but it’s not for sale— 
and it is for Wayne dealers only. Every 
Wayne dealer gets a copy free as part of 
Allied Mills Service. Every salesman of 
Wayne feeds carries a copy with him. Ask 
him to show it to you and tell you more 
about Allied Mills Service. 


s 
Telephone to Sell 


128 pages of tried and 
proved ideas with the 
names of Wayne deal- 
ers using them. 
Not a paragraph 
of dry reading in 
the book! 


ALLIED MILLS, INC. 


Executive Offices: Chicago 
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OVERHEAD 
Tourist: “I’d love to be a farmer, to 
live with the blue sky overhead.” 
Farmer Jones: “Yes, that would be all 
right if the blue sky was the only over- 
head.” 
OPPORTUNITY 
Father: “Why don’t you try to get a 
job in a Swiss cheese factory?” 
Son: “Yeah, there certainly should be 
plenty of openings there.” 
* 
NO HOPE 
Doctor: “The thing for you to do is 
to stop thinking about yourself—to bury 
yourself in your work.” 
Patient: “Great Scott! 
crete mixer.” 


I’m a con- 


* * 


CORNHAY WEAKLY NEWS 

Judd Perkins was bounced over the 
wire fence in his west forty by the herd 
bull last Sunday, he having been wear- 
ing the red tie Aunt Ella of Tuscaloosa 
gave him for Christmas. 

Cornhay citizens are anxiously await- 
ing the return of beer, they having had 
difficulty this year in finding someone 
with a large enough front to play the 
part of Santa Claus. 

The queer creature found at the bot- 
tom of Blink’s hill, and thought to be 
the missing link, finally turned out to 
be Hiram Bruntfelder who thought he’d 
try out the pair of skis he gave his boy 
for Christmas. 

TRY CORN REMOVER 

First Farmer: “My corn crop is so 
short this year that the sparrows have 
to kneel down to get at the kernels.” 

Second Farmer: ‘“That’s nothing. 
Mine’s so short that only the long- 
necked woodpeckers can get it.” 

* * 
COULDN’T FOOL HIM 

City Visitor (pointing to a haystack): 
“Say, what kind of a house is that?” 

Farmer: “That’s not a house, that’s 
a hay stack.” 


Visitor: “You can’t kid me. Hay 
doesn’t grow in a lump like that.” 
* * * 
GOOD IDEA 


I eat my peas with sirup, 
I’ve done it all my life. 
It does sound sorta funny— 
But it keeps them on my knife. 
* 
IMPROVING 
Dealer: “How are you getting along 
at school, son?” 
Son: “Swell. I’m taking medicine.” 
Dealer: “That’s fine. Do you feel any 
better?” 
* * * 
THE HOMECOMING 
Policeman (to intoxicated man who is 
trying to fit his key into the bottom 
of a lamp post): “I’m afraid there’s no- 
body home here tonight.” 
Tipsy Gent: “Mush be, mush be. 
There’s a light upstairs.” 
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W. T. Abell Is Elected President 
Of New England Dealers 


Meeting Held at Boston, December 14 


Dealers association has weath- 

ered the storm and still enjoys a 

lively existence in spite of the 
difficult times of the last year or two. 
The last annual meeting held at the Ho- 
tel Statler, Boston, December 14 was 
not so largely attended as previous 
meetings have been but it clearly in- 
dicated that the association is far from 
dead and that there is now a greater 
_ for organized effort than ever be- 
ore. 


In spite of the losses in membership 
resulting from the decision of the chain 
store operators to withdraw from the 
organization, 290 memberships were re- 
corded as paid in full for 1932 and the 
indications at this writing are that 1933 
will show a still greater representation. 
It was not all loss when the chain store 
operators quit. A good many individual 
dealers came in to take their places and 
the membership as it now stands is al- 
most entirely made up of dealers who 
own and operate their own stores. Per- 
haps this is a more wholesome situa- 
tion than prevailed heretcfore but the 
directors and officers of the association 
have always felt that there ought to be 
no division or dissension among the re- 
tail trade in general whether it was car- 
ried on by individuals or by big corpora- 
tions. 


Te: New England Retail Grain 


Financially Sound 


Of more interest than the way in 
which membership has been maintained 
is the excellent financial showing. The 
association closed the year with all bills 
paid and a small balance on hand. It 
not only paid all current bills but also 
during the year cleared off a past in- 
debtedness of nearly $1,600. This was 
made possible with the help of a group 
of wholesalers interested in the New 
England territory. The organization 
has adhered strictly to a pay-as-you-go 
policy and a determination not to allow 
itself again to run into debt. This pol- 
icy has been hailed with distinct appro- 
val by the membership. 


The new president of the organiza- 
tion is W. T. Abell, A. D. Pease Grain 
Co., Burlington, Vt. Mr. Abell has 
been deeply interested in the associa- 
tion from the beginning and has con- 
tributed a great deal to its success dur- 
ing the past five years. In fact it is 
through his efforts and one or two like 
him that the state of Vermont has the 
largest number of members in the or- 
ganization next to Massachusetts, which 
of course leads because there are so 
many more dealers in that state than in 
the others. It was hoped that the re- 
tiring president, Harry Ryther, Ryther 
& Warren, Belchertown, Mass., might 
have been prevailed upon to retain the 
president’s office in view of his splen- 
did administration during the last two 
years, but he refused further honors, 
and in Mr. Abell the members in gen- 
eral felt that the association had found 
a worthy successor. 


The new vice president is E. W. Lati- 


By Lynne P. Townsend 


mer, South Coventry, Conn. Mr. Lati- 
mer has been a successful dealer in the 
Nutmeg state for a good many years 
and his advice and counsel while a mem- 
ber of the board of directors proved 
him well qualified to take the vice pres- 
ident’s post. Additions to the board of 


Mr. Townsend who has guided the activ- 
ities of the New England Retail Grain Deal- 
ers association for many years was reelected 
to continue his services by the board of di- 
rectors at the recent annual meeting which 
he reports herewith. 


directors are Karl T. Whitney, Goffs- 
town, N. H.; Harry Ryther, Belcher- 
town, Mass., and E. E. Lewis, Newport, 
R. I. Lynne P. Townsend, Ludlow, 
Mass., was again elected to the office of 
treasurer and appointed to the office of 
executive secretary by the board of di- 
rectors. 


Nothing of a spectacular nature was 
reported among the activities of the as- 
sociation for the past year. Rather it 
was a year of quiet and modest effort 
along usual routine lines. The orga- 
nization along with others interested in 
the New England trade, entered a vig- 
orous protest against an appeal to the 
railroads by the Eastern States Farm- 
ers exchange for the privilege of un- 
loading part cars at a given station and 
then reconsigning them to a station fur- 
ther along the line. It was felt that this 
would be a distinct advantage to the ex- 
change but to no one else and most 
likely a distinct disadvantage to dealers 
competing with the exchange. The ap- 
peal was not granted. While the issue 
was not exceedingly important, the 
whole affair served once again to em- 
phasize the necessity of an organiza- 
tion always ready and equipped to offer 
intelligent and strenuous opposition to 
movements and measures of a harmful 
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nature and to support every proposition 
that reacts favorably to the legitimate 
retail trade. 

A suggestion put forward by Joseph 
Lavitt, Rockville Grain & Coal Co., 
Rockville, Conn., contemplates the or- 
ganization of a cooperative buying unit 
among dealers who are members of this 
organization. Mr. Lavitt’s enthusiastic 
support of this idea arises out of his 
own personal experience wherein he and 
a group of neighboring dealers have 
frequently cooperated to their own ben- 
efit in the purchase of fertilizers, seed 
potatoes and other commodities. While 
there was some immediate opposition to 
the plan, there was also quite a favor- 
able reaction and in the end the chair 
was instructed to appoint a neutral com- 
mittee to make a definite study of the 
merits and demerits of the proposition 
and to submit their findings to the mem- 
ership through the mails at an early 
date. 

An outstanding feature of the evening 
program was a presentation of the 
scheme now under way to completely 
organize the dairy industry in the New 
England territory under a _ corporate 
body known as New England Dairies, 
Inc. Agricultural leaders seem to agree 
that this movement is the most com- 
prehensive and the most intelligent yet 
devised to establish the dairy industry 
here on a stable and profitable basis. 
The movement is of course of extreme 
interest to the feed trade and no other 
subject on the program was received 
with so much interest as was this as 
presented by Howard W. Selby, recent- 
ly brought back from Florida to lend 
his efforts to perfecting the organiza- 
tion. The grain trade here has a high 
regard for Mr. Selby’s organizing abil- 
ity as he was the leading spirit and the 
dominant figure in establishing the Eas- 
tern States Farmers exchange a dozen 
years ago. 

Independents Still Needed 


Officers and directors of the New 
England association look forward to a 
profitable year in 1933. No one knows 
what the year may bring forth. The 
situation in these states is always in a 
state of flux. One cannot prophecy for 
a year ahead just what is likely to hap- 
pen. The chain groups may greatly en- 
large the scope of their activities just as 
there was some expansion during 1932. 
The Eastern States exchange may be- 
come more firmly rooted than ever. 
There is reason to believe that this is 
happening. But certainly for some years 
to come a great part of the retail grain 
and feed business will be done by in- 
dependent dealers who are part and par- 
ce! of the communities they serve and 
whose places cannot possibly be filled 
by car-door distribution nor by a for- 
eign-owned chain store. And as long 
as there is a need for the independent 
dealer he will exist and as long as he 
exists there will have to be and there 
doubtless will be an organization guard- 
ing and promoting his interests just as 
the present association is doing. 
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“Chick Results 
too good 


Here’s a tip, Mr. Feed Dealer! 


We are constantly in receipt of letters 
like the one at the right—telling us over 
and over again how poultrymen “kept on 
with Larro Growing Mash and Larro Egg 
Mash because the results from Larro Chick 
Starter were too good to risk on any other 
Growing or Laying Mash”! 


There’s absolutely no question about it, 
Mr. Feed Dealer—Larro Feeds sell more 
Larro Feeds! Each is a salesman for the 
others—for each is the best available for its 
purpose. 


HOMESTEAD POULTRY YARDS 


Hammonton, N. J., 
Gentlemen: Oct. 22, 1932 


Our experience with Larro feeds 
began five years ago last spring with 
Larro Chick Starter, and we want 
to say right here and without any 
disparagement to the relative value 
of your other products, that your 
Chick Starter is pre-eminent and as 
near ‘fool proof’? as it is possible 
for any feed to be. We had never 
before brought our baby chicks up 
with so little trouble, such low mor- 
tality or such steady and even 
growth. Naturally sucha satisfactory ex- 
perience led us onto your other feeds, and 
we have been more than satisfied in every 
instance. 

Wishing you continued success, 
we are 

Very truly yours, 


(signed) H. 0. PACKARD* 


*Mr. Packard holds a distinguished place in Jer- 
sey Poultry Circles—being a director of the Vine- 
land Egg Auction, Past President of the Poultry 
Raisers Ass’n., and President of the Sunshine 
Egg Club which is one of the largest of its kind 
in the East. 


Larro Feeds earn Feeder Confidence! 


Poultrymen and Dairymen feed Larro for Profits — not for Price. They make 


good customers on that account. Steady customers that don’t change feeds every 
time they buy. 


Start with Larro now—just as the Chick Starter Season is breaking. Work Larro 
Chick Starter among your Poultry Customers and see for yourself how they hold to 
Larro through the growing and laying seasons—and Larro Poultry Feeds help to win 
customers for Larro Dairy Feed and Larro Pork-Maker. Write for details. We 
give you all the facts without obligation. 


THE LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY—FOR POULTRY, HOGS, DAIRY 
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YoY 
WHAT HAS BEEN Many of us are so wrapped up in contemplating 
ACCOMPLISHED the failures of 1932 that we lose sight of its vic- 


tories. The past year did not bring much in the 
way of financial rewards to most of us but, to all who filled their jobs unself- 


ishly and to the best of their ability, it must have brought personal satisfac- 
tion which cannot be measured in dollars or cents. 


Let us then ask ourselves the questions: What good things have been 
accomplished in 1932? What have we to be thankful for? 


As men, we can be thankful that we have lived through the past 12 months, 
that we have had enough to eat and our health has been sustained. Despite 
growing aversion to sentimental platitudes which start out ‘‘I love the de- 
pression,’’ we can be thankful for the moral and spiritual tonic we have ob- 
tained from the jolts and knocks we were forced to withstand. 


As citizens, we can be thankful that our government, established by and 
for the people, is meeting the crisis. Its mistakes have been numerous but 
its problems are almost beyond comprehension. Millions are destitute but 


their absolute necessities, at least, have been provided and peace and order 
still rule the nation. 


As feed dealers, jobbers ‘or manufacturers we can be thankful that we are 
performing an essential service. We can be thankful that our industry as a 
whole has had very few failures, that we have eliminated practically all the 
frills which tended to make our merchandise ‘‘too costly’’, that generally we 
have not sacrificed quality for price and that we are rebuilding the bridges to 
prosperity, for ourselves and for all people, through our work toward the more 
economical and profitable production of poultry and dairy products, beef, 
pork, lamb and all human food which originates on the farms. 


THE FEED BAG is thankful that it has been permitted to help the feed 
man with his problems and gain his quota of 1932 victories. We have main- 
tained higher standards of excellence in editorial content, illustration and 
typography than ever before. We have worked hard to keep faith with our 


readers and we are prepared for even greater efforts in the New Year just 
starting. 7 


We confidently believe that business skies will be brighter before the end 
of 1933. We want our readers to share this belief, to work with us toward 
its realization and to call on us, without restraint, for all possible service. Some 
good things have been accomplished, we have much to be thankful for — but 
the fight is still on. Let’s make it a real battle — and win! 


DAVID K. STEENBERGH. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Follow Up Plan 


Customers will often ask for merchan- 
dise that is not in stock but which has 
been ordered. In such cases a Colorado 
store has its sales people take a govern- 
ment postal card and immediately write 
the name and address of the customer 
on the front side. On the other side of 
the card appears the following: “The 
about which you inquired on.......... 
has arrived and you can now obtain it.” 
The card is dropped into a special box 
in the presence of the customer. When 
merchandise arrives, the cards in the 
box are thumbed over and those per- 
taining to the shipments received are 
filled in at once and mailed. 


Sub Agents 


Several feed stores in the Middle 
West have increased their volume of 
business considerably by appointing 
hatcheries and groceries in their terri- 
tories as sub dealers. The plan gives 
them a more widespread contact with 
their trade area and, in the case of 
hatcheries, is often instrumental in start- 
ing new flocks on their brands of feeds. 
One hatchery, acting as a sub agent 
for one of the dealers, paid its rent for 
the entire year from the profits made 
on feed sales. Needless to say, the 
main dealer also realized a good profit 
on this additional business. 


Encourages Complaints 


A western dealer goes out of his way 
to make sure that his customers are 
satisfied. He attaches a small slip which 
reads “was everything satisfactory—if 
not please telephone us at 319J,” to flour 
feed and other merchandise delivered to 
his trade. Many customers have com- 
mented favorably on this practice. It 
gives them confidence in the dealer be- 
cause of his willingness to stand back 
of his goods. 


License Fasteners 


A Kentucky dealer wins a great deal 
of good will by advertising that nuts, 
bolts and washers for attaching license 
plates to automobiles and trucks may be 
obtained at his store without charge. He 
places them on a table with a display 
card captioned “Help Yourself.” This 
is an especially good idea for feed stores, 
since most farmers resort to the use of 
wire to fasten their license plates and 
welcome something that is more appro- 
priate. 


Rest Room 


Many dealers have set aside a sec- 
tion of their office as a rest room for 
customers. The farm trade enjoys sit- 
ting in the comfortable chairs and talk- 
ing to other visitors. A large table bear- 
ing samples of feeds and literature fur- 
nished by manufacturers is placed in the 
center of the room. The rest room also 
furnishes an incentive for the farmers’ 
wives and kiddies to visit the store and 
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establishes a headquarters during their 
trips to the shopping center. Filling 
stations have found that rest rooms are 
an important aid to their business and 
there is no reason why the plan should 
not be equally beneficial to feed dealers. 


Farm Records 


Down in Missouri a feed man _ has 
adopted the slogan “if a sale is made 
right, it will create other sales.” In 
accordance with this policy he encour- 
ages his customers to keep records of 
their egg and milk production and he 
endeavors in every way to help the 
feeder get results. Figures of out- 
standing records are printed and dis- 
tributed among prospective customers. 
The dealer makes every effort to let 
his customers know what their neigh- 
bors are doing and it pays. 


Free Advertisements 


Reinders Bros., Elm Grove, Wis., have 
developed an interesting feature in their 
house organ which has helped build 
business for them. One section of their 
little paper, which is issued monthly, 
is devoted to “Wanted” ard “For Sale” 
items, which are published on request 
of their customers. In the December 
issue everything from a coal heater to a 
beagle hound is listed. Reinders broth- 
ers report that this is the most closely 
read section of the paper and that it 
helps to attract attention to their own 
advertisements. The privilege of listing 
tor sale and wanted items is limited to 
customers only. Much good will as well 
as additional sales of Reinders brothers’ 
products result because the farmers are 
able to dispose of items they have for 
sale or obtain what they need through 
the advertisements which cost- them 
nothing. 


Chick Chart 


Most dealers are interested in what 
their neighbors are doing. In view of 
this fact a large number of dealers make 
a practice of posting a chart in a con- 
spicuous place in their store which re- 
veals the number of baby chicks each 
customer is feeding. The figures are ob- 
tained from farmers who make purch- 
ases of starter mash and an advertise- 
ment pointing out the merits of the 
mash is placed on the chart along with 
the names of farmers and the number 
of chicks being raised. After reading 
the chart and observing their neighbor’s 
names, prospective patrons are often en- 
couraged to buy chicks themselves and 
to feed the dealer’s brand of mash. 


Birthday Party 


A dealer in the Middle West brings 
a large crowd of new and old custom- 
ers to his store every year on his birth- 
day. He sends out invitations which 
read: “There are some things a man 
can forget faster than a horse can trot 
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Another Winner 


OLAND REINDERS, Reinders 
Bros., Elm Grove, Wis., wins 
a $3.00 check from The Feed 
Bag this month for information 
which is published on this page 
explaining the classified advertis- 
ing section which is a feature of 
his firm’s house organ. You also 
have a chance to win $3.00. Why 
not sit down for a moment and 
briefly explain your pet merchan- 
dising idea in aletter to The Feed 
Bag, 210 East Michigan street, 
Milwaukee. If it appears on this 
page you will receive a $3.00 check 
immediately after publication. 


—and one is to forget to remember the 
wife’s birthday or his wedding anniver- 
sary. That’s just it—on March 26 I 
celebrate my 49th birthday anniversary 
—and I don’t want you to forget. I 
want you to come in and have a smoke 
cn me.” 


Light Your Own 


A darkened display window illumin- 
ated by a clever lighting device, is re- 
ported by an eastern dealer as having 
created a vast amount of interest among 
those passing by. <A sign above the 
darkened window read, “You can see 
this window by simply pressing the 
button.” People are said to have stood 
in line to press the button which flooded 
the display with light as long as the 
button was held down. 


ILLINOIS 

Big Four Elevator Co., Mattoon, has 
completed the construction of a 50,000 
bushel corn crib. 

J. H. Patterson Co. feed mill, Maren- 
go, was recently destroyed by fire with 
a loss estimated at $5,000. 

C. O. Snedeker, Table Grove, has 
opened a new feed store at Havana. 

Fred Current, manager, Sidell Grain 
& Feed Co., Sidell, has returned to his 
office following a week’s illness. 

Central Feed Mills, Inc. has opened 
for business at Highland. Officers of 
the new corporation are B. R. Baumann, 
president; F. J. Malan, vice president; 
Charles Ulmet, secretary, and Gottlieb 
Steiner, treasurer. 

Truby Grain, Feed & Coal Co., Joliet, 
has been taken over by George F. 
Barthelme. 

C. L. Mitchell, Chrisman, has pur- 
chased the machinery and equipment in 
the old Isaac Scott feed mill which will 
be operated by Walter Dailey. 

C. G. Simpson has sold his plant 
known as the Brookport Milling Co. to 
Herbert Hawkins, Paducah, Ky., and 
Dan Nelson, Benton, Ky. The estab- 
lishment has been repaired and remod- 
eled and is now in operation. 


FEED CONTROL REPORT 

The new booklet of the Association of 
American Feed Control Officials con- 
taining the latest revisions of feedstuffs 
definitions, resolutions adopted at the re- 
cent annual convention, reports of the 
secretary and treasurer and a list of of- 
ficers and committees of the organiza- 
tion has just been issued. Copies which 
cost 20 cents each may be obtained from 
L. E. Bopst, secretary and treasurer, 
College Park, Md. 
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PURE OLD PROCESS 


LINSEED MEAL 


GUARANTEED ANALYSIS 


PROTEIN MINIMUM 37%, 
FAT MINIMUM 5% 
FIBRE MAXIMUM 


NIT. FREE EXT. MINIMUM 357, 


A PITTSBURGH PRODUCT 


PITTSBURGH PLATE GLASS CO. 


RED WING, MINN. - NEWARK, N. J. 
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Pittsburgh Plate Glass Company 


Linseed Oil Division Milwaukee, Wisconsin 
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A NOTHER year rolls around. The sun rises 

once more upon a new era of business op- 
portunity with the goal of progress in the fore- 
ground. The undersigned Minneapolis firms join 
with you in facing forward and wish you in 1933 a 
full abundance of health, happiness and prosperity. 


Cannon Valley Milling Co. 
Vanity Fair Flour 


Capital Flour Mills, Inc. 
Quality Flour and Millfeeds 


Cereal Grading Co. 


Grain Merchants 


Concrete Elevator Co. 
Shippers Grain and Feed 


Excelsior Milling Co. 
Specialty Millfeeds 


Feed Manufacturers Supply Co. 
All Kinds of Feed Products 


Walter Haertel Products Co. 
Millfeeds and Oilmeal 


Hiawatha Grain Co. 
Screenings and Feed Grains 


I. S. Joseph Co. 
Millfeed Merchants 


Leary Grain Co. 


Grain Merchants 


Linseed By-Products Co. 
Carlots Linseed Meal 


Midland Hay & Feed Co. 
Hay and Feed Merchants 


Mullin & Dillon Co. 
Member, Minneapolis Chamber 


Northrup, King & Co. 


Feed Manufacturers 


Reliance Feed Co. 
Millfeed Jobbers 


Stuhr-Seidl Co. 
Anything in the Feed Line 


MINNEAPOLIS 


Page Eighteen 


THE FEED BAG—JANUARY, 1933 


a 

iimPy \ 

tie 

| 

+ 


Fifty Years in the Feed Business 
And Still Going Strong 


Kiff Celebrates Half Century of Progress 


T was ’way, ’way back before the 

war, before the first automobile, be- 

fore the bicycle craze, before the 
naughty nineties, that C. E. Kiff, of Del- 
hi, N. Y., started the career, destined to 
land him in the forefront of the retail 
feed and coal industry of his county. 

Early in 1882 Mr. Kift borrowed 
$2,000 and took a third interest in a 
business being bought by the new firm 
of Gleason & Kiff. Since that time, the 
changes in the firm have included the 
purchase of his partner’s interest in 1914 
and the incorporation of C. E. Kiff, Inc., 
in 1928, with H. H. Dick as secretary 
and J. E. W. Thompson as treasurer. 

Humble Beginning 

In 1882 the volume was small. The 
business was little more than an over- 
the-counter trade in bulk feeds, bought 
by the car and sacked for the farmer 
as wanted. The stock was mainly corn 
meal, ground corn and oats and wheat 
feeds. Horse feed was, of course, an 
important item then. 

It was into this sort of a field that 
Gleason & Kiff embarked half a century 
ago, without much capital or many cus- 
tomers and without any experience. The 
old fashioned burr stone grinders, pow- 
ered by steam, were kept busy with cus- 
tom grinding, turning the local oat, corn 
and buckwheat crop into food for man 
and beast. There was then little of the 
importation and sale of western oats and 
grain products as that sale is known 
today. 

Mr. Kiff has just one answer to the 
question, “What do you consider the one 
factor more than any other that has been 
responsible for the continued, persistent 
growth of your business?” That answer 
is, in one word, ‘“Progressiveness.” 
Throughout his career there has been 
one thought in the mind of C. E. Kiff 
and that thought has been progress. He 
has sought constantly to adopt the new- 
est and best in methods, equipment, ma- 
chinery, products, and to better the ser- 
vice to patrons. 

Keeps Ahead of Parade 


The Kiff institution was the first in 
his section to install the attrition mill, 
the first to install grain cleaners, first 
with cracked corn separators, corn cut- 
ter, oat crusher, feed mixing machinery 
and molasses mixer. As soon as other 
new machinery shall prove itself advan- 
tageous in his field, Mr. Kiff declares 
he will be the first to take advantage 
of its possibilities. His business has been 
a long succession of “firsts”. 

His was the first feed mill in his sec- 
tion to stock cotton seed meal, the first 
in the local market with gluten feed, 
hominy feed, linseed meal, dried beet 


INC. 
F 


Lour FEED 


On this site a half century ago C. E. Kiff, Delhi, N. Y., started a feed business. 


The 


modern plant exemplifies his policy of keeping abreast with the times and forging ahead 
despite trying periods and economic depressions. 


pulp, American made Portland cement, 
and prepared wall plaster. He intro- 
duced ground limestone to the Delaware 
county farmers. He built the first coai 
elevator, and his latest “first” is the ac- 
quisition of the agency for Blue coal. 

It is more than a coincidence that the 
Kiff business has grown right along 
with progressiveness in the methods and 
products of the industry. His success 
has been the first class success of a lead- 
er, rather than the slighter success of a 
follow-the-leader. 


It was more than ten years ago that 
Mr. Kiff commenced making rations in- 
stead of merely retailing them. Install- 
ing of machinery for manufacturing ac- 
cording to any desired formula has re- 
sulted in a highly successful trade, not 
only in certain licensed rations in which 
he has specialized, but in mixtures made 
according to the wishes of those farm- 
ers who have evolved their own pet for- 
mulas which they prefer to anything 
offered them. Mr. Kiff believes he is 
a wise dealer who tries to give farmers 
what they want, rather than seeking to 
compel them to take what he may have 
or what he himself thinks is best. 

“The manufacturing side of this busi- 
ness,” says Mr. Kiff, “has paid us better 
than would the addition of side lines and 
the extension of our activities into fields 
more or less foreign to our chief in- 
terest which is helping the farmer to 
feed his stock for profit. 


Fifty Carload Order 
The farmers know Kiff can make for 
them any ration they want and make 


it properly and cheaply. Mr. Kiff con- 


siders this fact and its widespread ac- 
ceptance among actual and prospective 
patrons does more than anything else to 
build business for him today. He be- 
lieves, however, that smaller feed stores 
with more limited storage will succeed 
best in the sale of good, ready prepared 
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rations, bought for rapid turnover, with 
minimum of investment. 

The sales event which Mr. Kiff names 
as his biggest single venture was con- 
nected with a special molasses feed of- 
tered him at a time when mixed feeds 
of the type were comparatively new to 
the farmer. 

In 1909 a salesman came to Delhi, 
representing the makers of Badger 
dairy feed. This salesman and Mr. 
Kiff spent several weeks calling on the 
farmers within a radius of 15 miles, 
omitting no farmer able to pay for a 
ton of feed. At the conclusion of the 
canvass, Mr. Kiff counted up the total 
tonnage or orders, invited his wife to 
accompany him on the trip and jour- 
neyed to Milwaukee to place with the 
Chas. A. Krause Milling Co. a flat order 
for 50 carloads of Badger dairy feed, 
more than 800 tons of which were ac- 
tually sold before a pound was ordered. 
According to Mr. Kiff, no sale made 
before nor since, including some impor- 
tant sales of six or eight cars to a single 
buyer at one time, ever gave him the 
pleasure he got from this big event. 

There have been “worst” years in the 
business career of every man and Mr. 
Kiff freely admits his worst year was 
in 1886, while the firm was still young. 
In that year bran retailed for $10.00 a 
ton and other feeds from $10.00 to 
$15.00. Coal brought $4.60 and every- 
thing else was proportionately low. Of 
course the farmers were no better able 
to buy than in years when prices were 
higher, since the farmer sold his butter 
—a commoner product of the dairy 
farm then than raw milk—for 15 cents 
a pound. Milk brought’ 1% cents a 
quart at the creamery. Eggs were 12 
cents a dozen and cordwood $2.00 per 
cord. That year the business showed 
practically no profit—and small wonder! 

Perhaps no year in Mr. Kiff’s busi- 
ness career has given him the satisfac- 
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tion he found in balancing his books in 
1926, when he was able to show a satis- 
factory inventory and surplus and not a 
single outstanding obligation of any 
kind. Everything was paid. There was 
not a debit item on the ledger! That 
condition was, in part, due to the local 
farmers reaching the peak of their pros- 
perity and to the 
culmination of en- 
ergetic efforts in 
giving the trade a 
service that 
brouglit and held a 
record patronage. 
“Tt is my belief,” 
says Mr. Kiff, “that 
the best advertising 
we can do is to 
give the very best 


service that can 
possibly ren- 
dered. We mean Cea 


to do that. If we fall short, it is only 
because we do not know how our serv- 
ice could be improved.” 

The advertising done by C. E. Kiff, 
Inc., included use of the local weekly 
newspaper regularly, with liberal space; 
the occasional use of calendars, and di- 
rect mail announcements only when 
there is something really important to 
announce. The total advertising appro- 
priation for a year seldom has reached 
$600. Often it is less. According to 
Mr. Kiff, the use of expensive novel- 
ties means paying more for good will 
than the good will may be worth. 


Here is Mr. Kiff’s philosophy of the 
future of the business, based on his 50 
years of experience and his lively par- 
ticipation in the industry today. 

“The slowly receding depression will 
continue to affect consumption and, as 
a result, the price of milk so disastrous- 
ly for our dairy farmers that they will 
be unable to buy feed in quantities suf- 
ficient to make the feed business pro- 
fitable. Therefore, a percentage of re- 
tailers will be forced out of business. As 
a matter of fact, there are now too many 
in the business. The fittest will go 
through to normal conditions and pro- 
fits. The large profits previously en- 
joyed will not return and the success- 
ful feed dealer of the future will find 
it necessary to give better service than 
hitherto, to equip mechanically to be 
efficient and to reduce expenses, to buy 
with greater care and sell with closer 
attention to credit risks. He will have 
to follow the market religiously, and 
offer the most courteous treatment pos- 
sible. When a man has the necessary 
business ability and follows such meth- 
ods, no cooperative organization, no cut 
rate competitor, no curbstone agent can 
rob him of the business due him accord- 
ing to his location and opportunity.” 


CHAUNCEY ABBOTT, JR., presi- 
dent Omaha Flour Mills Co., Omaha, 
died December 29. He was well-known 
among millers and feed manufacturers 
and was active in association work and 
his passing is mourned by the entire 
industry. 


Om 


FROEDTERT GRAIN MALTING CO. 


Professor Parkhurst 
Joins Nopco Staff 


Professor Raymond T. Parkhurst, for- 
merly director of the National Institute 
of Poultry Husbandry of Harper Adams 
agricultural college in England, has 
joined the staff of the National Oil Pro- 
ducts Co., Harri- 
son, N. J., accord- 
ing to an announce- 
ment by J. H. Bar- 
ton, vice president. 

Prof. Parkhurst 
has gained interna- 
tional reputa- 
tion for his work 
in the field of nu- 
trition and manage- 
ment of poultry and 
is the author of 
several widely pub- 
lished papers on 
these subjects. His 
scientific and prac- 
tical knowledge 
will be available to poultrymen through 
the National Oil Products Co. in his 
new connection. 

“We feel sure,” declares Mr. Barton, 
“that Professor Parkhurst, working in 
collaboration with our biological, chem- 
ical and bacteriological laboratories, will 
be able to carry forward to even greater 
achievements those efforts and abilities 
of his which have awarded him during 
the past five years with an international 
reputation.” 


Prof. Parkhurst 


LAWRENCE and Walter Radlinger, 
Marshfield, have purchased the Gotz 
Brothers’ feed mill, Auburndale. 


GRAIN and FEED 


MILWAUKEE 


MINNEAPOLIS 
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Grades and Standards Established | 
For Dry Skim Milk 


Institute Completes Quality Tests 


By C. W. Sievert 


SERS of feeds, dealers in feeds 
\ | and manufacturers of feeds are 

all interested in the quality of the 

product. This question of qual- 
ity in mixed feeds sometimes becomes 
quite complex because many different in- 
gredients are involved. Each time an- 
other ingredient becomes standardized, 
and consequently subject to a definite 
means of control, the feeds in which this 
ingredient is used are improved. 


Feed dealers find it an advantage to 
themselves to handle standardized goods. 
It is an advantage in their service to 
their customers. The customers are 
better satisfied and repeat orders are 
easier to get. Repeat orders, of course, 
are necessary for a successful business. 
Exactly the same reasoning applies to 
the manufacturer of feeds. He must 
likewise have repeat orders. 


The careful manufacturer buys his 
grains according to grade. He buys his 
other ingredients according to analysis 
as much as possible, and in the case 
of some ingredients, definite standards 
of quality have been set up. Most of 
the cottonseed meal going into dairy 
feed and other feeds is bought on the 
grades of the National Cottonseed Pro- 
ducts association. 


There is considerable variation in some 
of the animal protein concentrates that 
are used for feed. Meat scraps vary in 
protein content from 45 to 70 per cent, 
depending on many things. Fish meal 
has even a wider variation. Process of 
manufacture of meat and fish products 
has much to do with its actual feeding 
quality. Certain manufacturers have 
standardized their goods which has been 
an aid in increasing the volume of their 
business. 


Dry skim milk is and has been for 
over a year the most popular milk pro- 
duct used in feeds, judging from the 
number of pounds of the various milk 
products used. On account of the de- 
mand by many feed mixers for infor- 
mation regarding necessary qualifica- 
tions and specifications to insure a qual- 
ity product, it has become necessary for 
the manufacturers of dry skim milk to 
put forth information regarding the qual- 
ity of their product. The most prominent 
manufacturers of dry skim milk through 
the American Dry Milk institute are an- 
nouncing a set of standards and grades 
for dry skim milk. The necessary in- 
formation on which to base standards 
has been gotten together during the 
last year or more by cooperation of the 
standards committee of the institute 
with its laboratory and feed service de- 
partment. 

Several hundred samples have been 
examined during feed analyses, milk an- 
alyses and bacteriological examinations. 
Samples of milk have been taken direct- 
ly from the drying machinery and also 
after storage intervals of a week, a 
month, three months, six months, a year, 
and more. Quite a few samples were 


ment not more than Disc No. 4. 


or odors. 


not be classed in this grade. 


valent in bacterial destruction. 


Dry Skim Milk Grades and Standards 


Choice Feed Grade: Moisture not more than 5 per cent; Total pro- 
tein (moisture free basis) not less than 34.5 per cent; Mineral ash not 
more than 9 per cent; Titratable acidity not more than 1.85 per cent; Sedi- 
In addition it shall be reasonably uni- 
form in composition, white or light cream in color and sweet, clean and 
free from acid, burnt, rancid, soapy or other equally objectionable flavors 
Slight storage or slightly scorched flavor permissible. 

Standard Feed Grade: Moisture not more than 6 per cent; Total pro- 
tein (moisture free basis) not less than 33 per cent; Mineral ash not more 
than 9 per cent;Titratable acidity not more than 2.3 per cent; Sediment 
not more than Disc No. 6. Dry skim milk having a pronounced acid, ran- 
cid, soapy or other equally objectionable flavor or odors or a discoloration 
typical of overheated stock or an excessive amount of hard lumps must 


Sample Feed Grade: Any dry skim milk, failing in one or more par- 
ticulars to meet the requirements of Standard Feed Grade. 

General Requirements: The general requirements for all grades pro- 
vide that it shall be made from freshly skimmed milk to which no preser- 
vative, alkali, or other neutralizing agent has been added and which has 
been pasteurized in the liquid state either before or during the drying pro- 
cess at a temperature of 145 degrees Fahrenheit for 30 minutes or its equi- 


obtained from prominent teed manutfac- 
turers taken from their warehouse 
stocks. Many of these samples were 
designated as good and poor in quality, 
depending upon the opinion of the feed 
manufacturer. 

All these things were taken into con- 
sideration and a simple set of standards 
arrived at. Based on these standards, 
grades have been established, and are 
known as choice feed grade, standard 
feed grade and sample feed grade. 

The feed dealer and the feed manu- 
facturer are equally interested in the 


MICHIGAN 

W. R. Moore, Berlamont, proprietor 
of a feed mill for the past 55 years, died 
December 18 at his home. 

Lloyd E. Smith & Co. has purchased 
the business of the J. F. Eesley Milling 
Co., Grand Rapids. 

C. W. Willis, formerly associated with 
White Brothers, Kalamazoo, is now en- 
gaged in the millfeed business at Battle 
Creek. 

A. W. Rickerd Co., Traverse City, 
has been incorporated to deal’ in feeds, 
dairy products and supplies. Capital 
stock is $33,000 and Almon W. Rickerd 
is the principal owner. 

H. H. Homan, Toledo, Ohio, and L. 
C. Lowerbeck, Nashville, Tenn., have 
formed the Wolverine Alfalfa Milling 
Co., Williamstown, and have taken over 
the Stewart & Pfeifle flour mill and 
other property. 


FEED EXPERT DEAD 

William A. Henry, who in coopera- 
tion with Prof. F. B. Morrison, wrote 
the book “Feeds and Feeding”, died re- 
cently at San Diego, Calif. Mr. Henry 
was the first dean of the Wisconsin col- 
lege of agriculture and was responsible 
for many scientific contributions to 
farming and feeding. 
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use of high grade milk with high grade 
grain. While dry skim milk is and al- 
ways has been the most uniform dry 
milk product on the market, the appli- 
cation of these standards will allow the 
manufacturer and dealer to be absolutely 
sure of the quality of the product he 
buys. By this means he protects him- 
self and also his customers. 

Information regarding these standards 
and grades may be had from all prom- 
inent manufacturers of dry skim milk 
or from the American Dry Milk Insti- 
tute, Inc., Chicago, Illinois. 


WISCONSIN 

Taylor Brothers, Cameron, have erect- 
ed an addition to their feed mill which 
will double the former capacity. 

Angus White, Melrose, is operating 
a new feed store. 

Osen Milling Co. plant, DePere, 
which was constructed on the site of 
the former Dousman Milling Co. estab- 
lishment, recently destroyed by fire, has 
been completed and is open for business. 

Hanson Brothers, Hammond, have 
taken over the feed business formerly 
operated by G. E. Andrews. 

M. L. Bowen & Son, Auroraville, have 
opened a feed mill at Red Granite. 

Mark Traxler has opened the Wheeler 
Produce Co., Wheeler, and will handle 
a complete line of flour and feed. 

Andrew Hofliland, 86, founder of the 
Menomonie Milling Co., Menomonie, 
died recently. 


C. W. SIEVERT, American Dry Milk 
Institute, Chicago, is planning to spend 
February and March on the Pacific 
coast where he will call on feed mixers, 
experiment stations, etc. While on his 
trip he will address the Feed Dealers 
Association of Washington at a meet- 
ing to be held at Tacoma, Wash., Feb- 
ruary 21. 
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Truck Competition Making Inroads 


Into Dealers’ Business 
Seek Means of Battling New Problem 


cent in grain and feed sales as a 
result of direct trucking compe- 
tition are reported by dealers in 
answers to a questionnaire sent at ran- 
dom to the trade by The Feed Bag. 
That the problem is developing into 
a new and serious menace to the indus- 
try is evidenced by the replies received. 
Movements to combat the situation have 
been launched in several districts. Es- 
tablishment of a trucking system of their 
own, refusal to buy from truckers who 
sell direct to the farmers and support 
of legislation aimed to regulate truck 
rates, are among the methods recom- 
mended by dealers to fight the compe- 
tition. 


| OSSES ranging from 10 to 95 per 


Truck Feed Themselves 


“Truck haulers who carry feed and 
grain from elevators or livestock mar- 
kets and sell jt direct to our farm cus- 
tomers are forcing us into the trucking 
business,” reports the Elgin Flour & 
Feed Co., Elgin, Ill. “Our business 
now is about as much trucking as ware- 
housing. We buy some grain from 
truckers but only when we can purchase 
it cheaper than we can haul it ourselves. 
Most of the truckers in our territory do 
not last long, but there always seems 
to be new ones springing up. We feel 
that good trucks properly operated by 
the dealers themselves are as essential 
to the grain and feed business as good 
grinding equipment. 

“Our worst problem in this trucking is 
to get the wholesalers and manufactur- 
ers to put us in a different class than 
the ordinary trucker that is not in the 
feed business. They maintain that we 
ought to pay as much for a truck load 
of feed as any trucker that comes to 
their place and we think we are en- 
titled to the carload price when we go 
to the plant and get it. Some of the 
wholesalers and manufacturers have 
seen our point and we are continuing to 
do business with these firms who see 
fit to uphold the legitimate dealer.” 


Reports 35 Per Cent Loss 


“Truck competition has affected our 
sales,” replies William Frank, Jefferson 
Flour & Feed Mill, Jefferson, Wis. “We 
have lost about 35 per cent of our grain 
business. 


“We do not buy feed or grain from 
the truckers. We believe that if none 
of the dealers would buy from trucks 
and the drivers were compelled to ped- 
dle to farmers only, it would tend to 
discourage them in time. 


“We have done nothing as yet to 
stop this competition, but are planning 
to send our own truck to the markets 
to get grain and haul it direct to the 
trade. This will enable us to get back 
some of the business we have lost and 
will put our own truck, which has been 
idle for the past 18 months, into serv- 
ice.” 

Knauf & Tesch Co., Chilton, Wis., 
reports that trucking competition has re- 
duced its grain and feed sales approx- 
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imately 10 per cent. The firm refuses 
to buy from the truck haulers. Reduc- 
tion of railroad freight rates is suggested 
as a remedy for the situation. 


Refusing to buy from truckers who 
sell direct to the farmers has helped 
to minimize the competition for the 
Forest Lake Elevator Co., Forest Lake, 
Minn., according to E. J. Houle, man- 
ager. He reports losses of 25 per cent 
in feed and 95 per cent in grain sales. 
Mr. Houle suggests that associations 
urge their members not to patronize 
truck haulers and advocates a law regu- 
lating hauling rates. 


“We lose about 20 per cent of our 
business because of truckers hauling di- 
rect to our trade without saying any- 
thing about our coal business,’ com- 
plains the Cedarburg Supply Co., Cedar- 
burg, Wis. “We do not buy much feed 
in small quantities and if possible buy 
in carload lots. We do all of the truck- 
ing possible ourselves and give our busi- 
ness to the jobbers who we know do 
not sell to farmers and truckers. The 
jobbers and manufacturers are most to 
blame for this situation as it seems they 
will sell anyone at the same price they 
sell to dealers. If this continues we 
should concentrate on the fair jobbers, 
and if this does not remedy the trouble 
bring up the question at our next con- 
vention with a view of buying direct 
through our association or some party 
agreed upon.” 


The trucking problem is creating con- 
siderable trouble in Ohio, reports from 
dealers in that state indicate. The Ohio 
Grain, Mill & Feed Dealers association 
is sponsoring district meetings and at 
each of them truck competition has been 
one of the main topics of discussion. 
Some plan of action to combat the situa- 


Pennsylvania 
1933 With 


EMBERS of the Southeastern 
M Pennsylvania Feed Merchants 

association gathered at Norris- 

town, December 14, for one of 
the most successful meetings in its his- 
tory. There was a unanimous expres- 
sion of optimism for 1933 business and 
several reported gains in trade during 
1932. 


The meeting was held in the Valley 
Forge hotel and was directed by Presi- 
dent Albert J. Thompson, Wycombe, 
Pa., assisted by Howard A. Simpson, 
Norristown, secretary. After a_ brief 
greeting by the mayor of Norristown, 
the feed merchants settled right down 
to a serious business discussion. 


Stannard Visions Future 
“What Is Ahead in 1933,” was the am- 
bitious subject chosen by W. A. Stan- 
nard, secretary of the Eastern Federa- 
tion of Feed Merchants, who opened the 
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tion is expected to be formulated and 
proposed at the next general convention 
of the organization. 

Continued spread of truck competition 
may be expected because of the fact 
that the number of trucks engaging in 
the practice are increasing rapidly. This 
is largely due to business conditions. 
Truck owners who cannot find work in 
other lines of business are turning to 
the trucking of feed and grain to the 
farmers as a means of salvation. 

Truck Haulers Increasing 

For the fiscal year ending October 31, 
1932, there were 49,005 trucks which 
came to the Milwaukee Livestock ex- 
change in one year as compared to 44,- 
330 for the same period ending Octo- 
ber 31, 1931. This represents an in- 
crease of 4,675 trucks in one year. A 
large majority of the livestock truckers 
haul feed back to all sections of the 
state on their return trips and sell it 
direct to the farmers or to the dealer 
if he agrees to purchase from them. 
Rates vary. The motto of the trucker 
appears to be—‘“take anything you can 
get. 

Some relief from truck competition, 
particularly in Wisconsin, is anticipated 
in the outcome of bills which are to be 
introduced in the present session of the 
legislature. One of the measures calls 
for a regulation of truck rates which 
will prevent truckers from hauling at 
prices that are not in accordance with 
a schedule set up by the public service 
commission of the state. There is also 
a movement afoot to establish a new 
and drastic ton-mile tax on trucks. This 
may not affect trucks hauling farm pro- 
ducts, however, as there is a great deal 
of sentiment towards exempting the 
traffic of farm products to and from 
market from any burdens of taxation. 


Dealers Start 
Confidence 


business session. He predicted that the 
federal farm board would be shorn of 
its power but that other farm relief 
plans would be proposed that would be 
equally harmful unless the merchants 
were on their guard. He outlined the 
domestic allotment plan and predicted 
that the eastern farmers would oppose 
it vigorously unless dairy products were 
included. 

“While the eastern farmers have sym- 
pathy for their neighbors in the South 
and West they believe that they should 
not be called upon to shoulder the load 
of the extra cost for feeds without se- 
curing increases in the prices of their 
dairy products,” Mr. Stannard explained. 

Cash Basis Progress 

Extension of the cash basis and re- 
stricted credits was predicted. Mr. 
Stannard also predicted that many of 
the smaller feed merchants would re- 

(Continued on Page Twenty-four) 
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Federation Outlines Service 
Extended to Farmers 


ricultural schools in New York 

state spent part of their annual 

convention in discussing with 
representatives of the Eastern Federa- 
tion of Feed Merchants the important 
forms of service that the local feed mer- 
chant renders to the farmers. This was 
the first time that the federation has 
been represented on the instructor’s pro- 
gram and marks a long step in unity 
of action on behalf of the farmers of 
the state. 

W. A. Stannard, Albany, N. Y., secre- 
tary, represented the federation at the 
meeting which was held in the Hotel 
Syracuse, Syracuse, N. Y., December 28. 
He presented a twelve-point program 
that has been approved by the federa- 
tion and many of the teachers said they 
did not realize the important functions 
carried on by the local merchants. 

Twelve-Point Program 

A brief outline of the federation pro- 
gram follows: 

1—The purchase of feed imposes upon 
the feed merchant the obligation to de- 
termine that it provides the largest pos- 
sible profit to the farmers, brings a 
maximum of production and builds and 
maintains the health and vigor of the 
animals. 

2—The feed merchants make it un- 
necessary and unwise for farmers to ex- 
periment by offering for sale only tested 
feeds and other merchandise backed by 
reputable manufacturers or business 
firms. 


T HE directors and teachers of ag- 


Grinding and Mixing 

3—Grinding service provided at low 
cost for the farmers who grow grains. 
Home grown grains are being encour- 
aged by the agricultural advisors. The 
average investment in buildings and 
equipment (not including merchandise) 
of the eastern merchants is $21,452. The 
total investment of those merchants in- 
cluded in a recent eastern survey was 
$31,096,415. 

4—The mixing service which has in- 
creased rapidly during recent years per- 
mits farmers to work up their home 
grown grains with other ingredients 
which are purchased from the feed mer- 
chants. This enables the farmers to 
change their formulas according to their 
own grains or the changes in price of 
ingredients. 

5—Federation merchants always keep 
a complete stock of feeds on hand suf- 
ficient to adequately serve the trade. 
This is particularly important now that 
farmers are buying in smaller quanti- 
ties and at more frequent intervals to 
avoid increasing their indebtedness to 
the merchants. 


Varied Stocks and Service 

6—The feed merchants carry a varied 
line of merchandise including seeds, fer- 
tilizer, farm implements and stock rem- 
edies. A survey revealed that the in- 
ventory of the average merchant was 
$9,118 and the total inventories were 
$13,222,189. 

7—The feed merchant is a source of 
information on farm subjects, particu- 
larly on feeds and feeding. Often called 
the “Doctor of Farms and Feeds,” he 
encourages the use of production rec- 
ords and cost sheets. He recommends 


culling non-producing animals. 

8—The feed merchant provides a de- 
livery service which should be consid- 
ered an extra service for which a charge 
should be made. It is estimated that 
the operation of an automobile delivery 
costs 24 cents per mile. Thus, to de- 
liver a ton of feed five miles (ten miles 
round trip) would add 12 cents per bag 
toe the cost. To avoid this heavy charge 
the merchants operate routes or group 
orders for delivery. 

9—The feed merchants extend credit 
in large amounts to the farmers. Notes 
and accounts receivable average $14,148 
with a total, as shown by the survey, 


of $30,515,963. Surely a large banking 
institution. Attention was called to the 
survey conducted by the New York 
State College of Agriculture, which re- 
vealed that the cost of extending credit 
in feed stores was from 8.5 per cent to 
16.1 per cent of net sales. This amazed 
the teachers. 

10—Feed merchants aid worthy pro- 
jects that benefit the farmers. Cam- 
paigns to increase milk, egg and apple 
consumption and other projects were 
enumerated. 

11—The feed merchants are subject 
to supervision by the state department 
of agriculture and markets. This is not 
possible when merchandise is sold from 
cars on track. Thus the farmer is ade- 
quately protected when he buys from 
established merchants. 

12—Many feed merchants’ conduct 


(Continued on Page Twenty-nine) 


When You 


Feed Make This Extra Profit! 


Sell Chick 


Conkeys “Sensible Plan” 
Saves Baby Chicks 


This year every poultry raiser is anxious to save every chick to make every pos- 


sible dollar of profit. 
Plan” of feeding. 


You can work it two ways. 


You can help them by putting them on Conkeys “Sensible 


You can sell Conkeys Buttermilk Starting Feed with 


Y-O to those who want a complete balanced ration. You can sell Conkeys Y-O to 
get better results, when they feel they must use a home mixed or low cost ration. 


If your customers are to save and raise the highest number of 
chicks, they must provide in the feed the potent vitamins A and 
D of Cod Liver Oil and vitamin B of Brewers’ Yeast. 
portant elements are needed because they cut chick losses, elimi- 
nate leg weakness (rickets), give chicks strength, build strong 
frames and muscle, and promote good health. 

With Conkeys 2 way ‘Sensible Plan’? you are in position to 
supply these important vitamins to all poultry raisers, regardless 


of the price they want to pay for feed. 


Comkeys 


These im- 


“Sensible Plan” Pays 2 Ways 


Sensible Plan No. 1. 


Vitalize 
All Your 
Feeds 
with 
Conkeys 
Y-O 


—Improves your feed 


; Mills: 
—Gives sclling advantage 


The best plan is to sell all poultry raisers who want a high 
ing feed Conkeys Buttermilk Starting Feed with Y-O. ance r 
ration containing buttermilk and already vitalized with an 
abundance of life-giving A, B and D vitamins. 
chicks a perfect start and makes them healthy and husky. 
Sensible Plan No. 2 is for those who feel they must mix 
their own feeds or buy low cost rations. — 
raisers sell Conkeys Y-O. By simply mixing Conkeys Y- 
with their feed they instantly vitalize it with potent A and D 
, vitamins of Cod Liver Oil and vitamin B of 


When you sell a customer Conkeys Y-O you not only do 
him a favor but you make an extra profit. 
every chick you cause to 
sales later on of Growing Mash and Egg Mash. 

If you are not now handling Conkeys Buttermilk Start- 
ing Feed with Y-O and Conkeys Y-O, it will 
push the Conkey ‘‘Sensible Plan’’. 
once for our attractive offer and prices. 


THE G. E. CONKEY CO. 
6761 Broadway 


rade start- 
It is a scientifically balanced, complete 


It gives 
To these poultr: 


rewers’ Yeast. 


Furthermore, 


be saved now means increased 


pay you to 
Send the coupon at 


Cleveland, O. 


Cleveland, O.; Toledo, O.; Nebraska City, Nebr.; Dallas, Tex. 


—Increases your profits 


Just add to your poultry feed 
Conkeys Y-O — the nationally 
advertised poultry feed vitali- 
zer—and tell your trade about 
it. Comes in handy powder 
ital to mix with any 
eed. 
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Address. 


Gentlemen: Tell us more about how Conkeys Butter- 
milk Starting Feed with Y-O and Conkeys Y-O will 
help us increase our sales and profits. 
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Firm Name . . . . 


your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


C. HUBINGER BROS. CO., Keokuk, Gluten 
VANDERSLICE-LYNDS C Kansas Milo and 

OHN F. CRAIG & COMPANY, Philadelphia, P. oat Molasses 
OYSTER SHELL PRODUCTS Philadelphia, Oyster Shells 


THREE MINUTE CEREALS CO., Cedar Rapids, Ia.....................- Oatfee 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal... Alfalfa Leaf Meal 


an Queen Wheat Feed 
| Cherokee Middlings 
= Mid-Dog Middlings 


e- Your trade will appreciate 
these quality feeds, and in- 
— WHEAT crease your volume of busi- 
~~ MIXED FEED _ ness which means increased 
Bran Sercenings number of customers and 
larger profits «. These quality 
feeds are manufactured in our 

own mills. 


CAPITAL FLOUR MILLS, 


‘MINNEAPOLIS, MINN. A 
MINNEAPOLIS, MINN. 


Inc. 


Chapin Dog Cookies 


At las t a successful dry meat and cereal dog biscuit ration at a reason- 
able price. Steam cooked and toasted. Dogs like and thrive on Cookies. 
Q Within 500 miles we can ship l1.c.1. at better than competing prices. 
Freight 30c to 50c per 100 Ibs. Cookies can be retailed, giving a margin of 
40% to 60% of sale price. Look up your grocers prices. Feed dealers 
can job to food and drug stores at about 15% margin. 
gq Cookies can undersell any retail store biscuit prices. 
trial— Write us for details. 


Our Price F. 0. B. Hammond, Ind. 


Samples free for 


Your Resale Prices 
Retail 


7.00 to 9.00 


1.70 (27 (2-Ib.) 
These resale prices are suggestions. 
Minimum orders 100 Ibs. or 4 cases of 12 2-lb. cartons. 
Small sizes baled, or you can split and package yourselves. 


CHAPIN & COMPANY 


HAMMOND, INDIANA 
UNICORN FEEDS—CHAPIN KERNELS AND COOKIES 


Penn Dealers Optimistic 
In Starting 1933 


(Continued from Page Twenty-two) 

tire or sell their business to other mer- 
chants. He called attention to the grow- 
ing system of operating a central mill 
which would supply one or more retail 
stores in adjacent towns. Low operat- 
ing costs made it possible to meet com- 
petition but problems of management 
were reported to increase in ratio with 
the number of stores. In this connec- 
tion, the speaker urged a careful watch 
on costs and recommended a complete 
accounting system with separate entries 
for each type of merchandise. 

Other subjects discussed by Secretary 
Stannard were the attempts to prevent 
the government from competing with 
private business, the tendency to levy 
special taxes to meet emergencies, the 
competition of trucks with the railroads 
and its effect on feed merchants. 

“There will be a flood of cheap and 
unsanitary merchandise offered for sale 
in 1933,” he predicted. “This is inevit- 
able because there is a demand for low 
price goods. I warn you against buying 
from unknown and unreliable concerns. 
The Eastern Federation will furnish you 
with authentic information on any pro- 
duct or any firm which is operating in 
the eastern states.” 

In conclusion, Mr. Stannard stated 
that it was his opinion that the spring 
and summer would continue with only 
slight improvement to the trade but that 
September would mark the beginning of 
a decidedly favorable business condition. 

David F. Butler, Philadelphia, spoke 
on the importance of carefully examin- 


HOME OF WCCO STUDIOS 


NICOLLET 
-HOTEL 


at the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt — 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates, an 
ful beds. 


Moderately priced Resta: 
rant and Coffee Shop. a 


Three blocks from_ both 
depots. 


Tourist Bureau directly 
posite. 


W. B. CLARK, 
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ing the financial statements of insurance 
companies with whom the merchants 
were doing business. The mark-down 
in security values had placed many com- 
panies in a serious condition, he said. 
It is also important that every policy 
be carefully read and items that were 
not understood should be explained by 
the agents. He cited several cases 
where merchants had suffered heavy 
losses because policies were incorrectly 
written. 


The low price of milk caused much 
comment from the members and it was 
agreed that the feed merchants should 
do everything possible to assist the 
farmers in working together for the ben- 
efit of better prices and larger milk con- 
sumption. 


A change in the cost of feed license 


fees was asked in a resolution adopted. 
The new scale recommended would 
grade the charges from $10 for those 
who mix 300 tons or less to $25 where 
no tonnage is stated. Other feed mer- 
chants associations in Pennsylvania are 
asking for the same schedule of rates. 

In the evening a banquet was held, 
at which C. William Duncan, Philadel- 
phia Evening Ledger, gave intimate 
glimpses of famous people he had inter- 
viewed. His talk was voted one of the 
most interesting banquet features that 
the association had presented in recent 
years. 

The 75 merchants who attended the 
meeting agreed that the enthusiasm that 
was created during the one day pro- 
gram would do much to help them all 
get a good start for 1933. 


Pure CANE 


TRADE CANE MOLA MARK 


REG. U. S. A. PAT. OFF. 


FOR FEED MIXING 


Tank Cars and Barrels 
Quality and Service Guaranteed 


SOUTHGATE MOLASSES Co., INC. 
NORFOLK- 


MOoLASSES 


VIRGINIA 


MYLES 
LOUISIANA SALT 


**"Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in Myles Home- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


To all 


users of 


for their product. 


Use the Coupon 


American Dry Milk Institute, Inc. 
Room 1370, 221 N. La Salle St., Chicago, Ilinois 


Dry Skim Milk 


It is now possible to purchase Dry Skim Milk by Feed Grades 


In order to serve the users of dry skim milk, the members of the 
American Dry Milk Institute have established a system of feed grades 


Name 


Extensive research, plus commercial experience, has yielded a set of 
simple but rigid standards which insure that the user will be able to 
secure the high quality he desires. 


Complete specifications together with methods of analysis are con- 
tained in a bulletin which is available to all who are interested. 


Dry Skim Milk is the only dairy product for feed purposes, which is 
sold on grades agreed to by leading manufacturers. 


American Dry Milk Institute, Inc. 
Room 1370, 221 N. La Salle St., Chicago, Illinois 


CZ Please send me the bulletin on dry skim milk feed grades. 
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Collections Toughr Try This Series 
Of Letters to Get Results 


Persistent Effort Will Make ’Em Pay 


HILE most feed dealers give 
W plenty of attention to getting 
business, they frequently neg- 
lect the little matter of col- 
lecting their accounts and as a result 
the necessary dollars fail to rattle in 
the till until many days after the cus- 
tomer’s account is well past due. 
Cheerful letters is one means used 
by a progressive feed dealer to shake 
loose the cold iron men from his cus- 
tomer without giving offense. The last 
few letters of the series may be sent 
out by registered mail or special de- 
livery and invariably produce cash re- 
sults and bring in smiles with the 
money making friends instead of ene- 
mies. Here is the series as it runs: 


First Letter 


“We are endeavoring to liquidate as 
many outstanding accounts as possible 
at this time, and would appreciate your 
check for by the 15th. May 
we count on you?” 


Second Letter 

“Not by a long shot! 

“The original draft of the Declara- 
tion of Independence may be seen in 
the State Department at Washington, 
but none of the signatures on this 
heroic document — not even the plain- 
ly legible scrawl of John Hancock — 
can in any way compare with your own 
John Hancock on your own check — 
not by a jug full! 

“Just a little hint — enough said!” 


Third Letter 
“Time flies! Your account amount- 
is still unpaid. 

“This reminder is sent you because 
time flies fast and often goes un- 
noticed, but if you don’t send in a check 
soon — we'll have to send you another 
letter and we don’t like this any more 
than you like to receive them. 

“But really now, don’t you think 
it’s about time something was done 
about this? We leave it to your own 
good judgment — we know that when 
you think this over, you'll send us a 
check today.” 

Fourth Letter 

“Getting Things Done! That’s the 
secret of success. It is just a matter 
of saying to yourself: ‘I’ll Do It Right 
Now!’ 

“A check by return mail — that’s 
the answer to settling your account 
and making further letter writing un- 
necessary. We don’t like to do it — 
you don’t like to receive them — so 
what do you say to cleaning up the 
roost now? Yes, do it today, with a 
check in whole or in part, or explain 
when we may expect a settlement.” 
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Fifth Letter 


“We are anxious to hear from you! 

“Why all the silence? Silence is 
said to be golden, but we’d darn sight 
rather have your check for $...................- 
in settlement of your account. Send 
it by the next mail. That will make 
you feel better and us, too.” 


Sixth Letter 


“We have a system in this business 
that when an account has run a cer- 
tain length of time we mark the ac- 
count “N. G.” in red ink. That’s not 
nice, but we have to do it for our own 
protection and we also have to report 
the matter to the local retail credit 
association. A complete list of mem- 
bers of this association is shown 
printed on the back page of this let- 
ter. Look it over. 

“You don’t want all these people to 
know that your accounts with us are 
unpaid and marked “N. G.”, do you? 
But it’s really up to you now. We’ve 
written you enough letters.” 


Seventh Letter 

“Well! Well! Well! 

“So you’ve decided to take chances. 
If you can’t pay why not get in touch 
with us right away and tell us all about 
it and we'll gladly make an extension 
or arrive at terms mutually agreeable. 
But really, now, we can’t wait much 
longer. 

“Why injure your credit reputation? 
Why not get together on a friendly 
basis before it’s too late? 


“This is positively the last call.. Not 
hearing from you by the 15th, we shall 
not only be obliged to mark your ac- 
count “N. G.”, but also send in the 
usual report to the local credit asso- 
ciation. It’s up to you now, but re- 
member that the 15th is absolutely the 
dead-line.” 


So, of course, his series ends, but 
meanwhile he has practically cleaned 
up all of his old accounts, and the 
balance — well, they are dead-beats 
and never-do-wells. It simply shows 
him that he was careless in granting 
them credit and so adds to his sum 
total of knowledge which in the fu- 
ture will make him more careful in 
credit. 

The will to pay depends on how the 
creditor goes after his overdue ac- 
counts. It is a common fallacy that 
a man pays his debts because he has 
the money. The matter of paying has 
only a remote relation to money. It 
depends upon your methods of making 
the debtor conscious of his obligation 
to pay. Make them pay-conscious and 
they will pay. 
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Another feed dealer also uses some 

good letters. Here they are: 
First Letter 

“One day last month I received a 
number of statements in the morning 
mail, and because I was busy, I tucked 
them away in a pigeon hole on my 
desk and said to myself: ‘I’ll attend to 
these a little later.’ 

“Well, the truth about the matter is 
I forgot all about these statements. 
I didn’t run across them until today, 
when I was cleaning up my desk. 
Imagine my embarrassment when I 
had failed to take certain discounts and 
also impaired my credit standing. 

“T am wondering if there aren’t some 
pigeon holes in your desk, too. You 
see, I sent you a statement on the first 
of last month and I haven't received 
your check to date. Why not do it 
now? 

“Another statement of account is at- 
tached to this letter — just detach it, 
pin your check to it and mail it today!” 

Second Letter 

“It is not such an easy matter to 
call attention again to an unpaid bill. 
It is difficult for two reasons: first, 
we know, ourselves, what it means to 
meet obligations in a day like this; 
second, and more compelling, we need 
your friendship and patronage. Con- 
stant reminders like this, besides being 
expensive to us, cause us to run the 
risk of losing your friendship — a 
friendship on which the continued suc- 
cess of this business depends. And 
what is more important still, we need 
your financial support in the shape of 
a prompt payment of your account, 
or at least a partial payment, with an 
explanation of when we may expect 
the balance. Please sit down and do 
it right now — a check, a letter, or 
both.” 

Third Letter 

“Here’s another reminder of your 
unpaid account. It’s an envelope in 
which to send your check right away 
or an explanation of when we may 
expect payment. 

“The response to our last letter was 
very good, and we are very thankful 
to those who sat down and took out 
their checkbooks and were mindful of 
the fact that it was a good thing to 
keep their credit good. But you are 
still among those who have failed to 
do anything about it. Why not do it 
today — tomorrow may be too late?” 

Fourth Letter 

“Three months is certainly long 
enough to wait for payment of your 
account, don’t you think so? In hand- 
ling your account we have tried to be 


i 
fis 


lenient and treat you as we ourselves 
would like to be treated. And now it 
is squarely up to you! 

“We believe you are willing to meet 
us half way on this — by sending us 
a check in payment of half of your ac- 
count right now, with an explanation 
of when you expect to pay the bal- 
ance. That’s fair enough, isn’t it? 

“Surely there is no reason why we 
should be forced to take unfriendly 
means to collect your account! You 
are a customer whose business we 
value. But please do not disappoint 
us again. Unless we hear from you by 
the 15th we shall be obliged to con- 
sider taking some legal action on this 
account.” 


Fifth Letter 


“This is the last call! 

“Tt is still possible to arrange a fur- 
ther extension of the time for payment 
of your account, if you desire it, pro- 
vided you get in touch with us not 
later than next Tuesday. 

“Failure to do so will be interpreted 
as making it necessary to sue you to 
collect this account. 

“Remember, next Tuesday!” 

Naturally this ends the letter writ- 
ing, and now other means are taken of 
getting the account headed in the direc- 
tion of an early settlement. 

There are men with an abundance of 
money who cannot be cajoled, threat- 
ened, beaten, or gassed into paying the 
most ordinary debt. On the other 
hand, the poor fellow without a vis- 


ible dollar is generally Johnny on the 
spot. If your methods are lax and 
indifferent, if you get hard-boiled when 
you could be lenient — if you don’t 
have a regular collection plan, nothing 
is to blame but your own business 
methods. 


IOWA 


Square Deal feed mill, Hedrick, oper- 
ated by W. I. Miller, was recently des- 
troyed by fire with a loss estimated at 
$15,000. 

Algona Flour & Feed Co., Algona, 
is erecting a new warehouse and store- 
room which will cost approximately 
$5,000. 

Farmers Cooperative Elevator Co., 
Morrison, changed its business to a cash 
basis on December 15. 

John V. Bass, J. V. Bass & Co., Mar- 
shalltown, was seriously injured in an 
automobile accident recently. Latest re- 
ports from the hospital in which he is 
confined indicate that he is improving 
rapidly. 

Belz Brothers, Conrad, are offering to 
take in new ear corn at 30 cents a bushel 
from all customers who have book ac- 
counts. 

Farmers Elevator Co., Dillon, suffered 
a loss of several thousand dollars re- 
cently when its plant was badly dam- 
aged by fire. 

John A. Thompson, manager Farmers 
Grain Co., Dumont, suffered a fractured 
leg recently when a stack of grain doors 
tumbled down upon him. 

Farmers Elevator Co., Bode, was 
robbed of $40.00 in cash when thieves 
broke into the office recently. W. C. 
Walker is manager. 


FEED MIXERS! 


Your Product Can Be Much Improved 


A uniform mineral, containing 99 25/100% 
pure Calcium Carbonate without poisonous 
elements, is found in our Pulverized Oyster 
Shell. Its use gets a greater egg production 
and promotes better health. 


Using it gives you additional selling talk 
for your feeds. It definitely standardizes 
your mineral content as to purity and 
effectiveness. 


May we quote you prices? 


Pitot Branp and Reer Branp Crushed 
Oyster Shell are now quoted at a very low 
price. Their quality is the same. 


OYSTER SHELL PRODUCTS CORPORATION 


1 Broadway Shell Bldg. London 
New York St. Louis England 
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Says 


BILL MILLER: 


You can't fool 

a farmer much on feed. 
He's right there 

where he can 

watch his hogs 

put on weight 

and his cows fill 

the old pail. 

And that’s just why 

| handle Armour’s 


MANY dealers have handled the 
profitable line of Armour’s Ani- 
mal and Poultry Feeds for ten, fif- 
teen, and twenty years and they 
swear by it. They especially like 
the co-operation that Armour and 
Company gives them—advertis- 
ing, dealer helps, and all the other 
things that help make sales and 
satisfied customers. 

A limited number of exclusive 
Armour franchises are now avail- 
able. If you are interested in this 
profitable line and want full de- 
tails concerning it, we'll be glad 
to send an Armour representative 
to see you. If you’d like to have 
him call, just write us a letter. 
There’s no obligation. 


ARMOUR 
AND 


COMPANY 


Union Stock Yards 
Dept. C, Chicago, Ill. 


CONVENIENTLY LOCATED PLANTS 
INSURE PROMPT DELIVERY 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MILL FOR SALE 
Custom feed mill and warehouse for sale. 


Located in good dairy section of Wisconsin. Write 
MARTIN LUMBER CO. Exeland, Wis. 


BUSINESS OPPORTUNITY 


$3,500 buys control interest. $7,000 mill feed 
corp. Accumulating surplus now. $2,009 required. 
Write CA-11, c/o THE FEED BAG, 210 East 
Michigan street, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Brand new ‘‘Jay Bee’? Hammer Mill for sale— 
No. 3 Model W, direct-connected with 50 H. 
Motor. Can be secured at special low price if 
before February first. J. SED- 
RRY CO., 817 Exchange avenue, Chicago, Ill. 


FEEDS AND FEEDING 


Latest complete illustrated edition of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison ee sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one F ped subscription to The Feed Bag 
$5.50. Send check or money order with order to 
ee FEED BAG, Milwaukee, Wis. 


D. RUDIN, INC., Hartford, Conn., 
flour, feed and grain firm, has moved 
into larger quarters. The present office 
of the company is at 79 Portland street 
and the new location will be at 222-26 
Pleasant street. 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


Deutsch & Sickert Co. 
Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’’ 


GROUND OAT GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


FOR BEST 
RESULTS 


| ALWAYS CALL 
MINNEAPOLIS 
BRIDGEPORT 1231 


LEARY GRAIN COMPANY 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


M. G. Rankin & Co. 


GRAIN AND FEED 


AGENTS IN WISCONSIN 


Keokuk Corn 
Gluten 


High in Protein—Low in Price 


Chamber of Commerce Blidg. 
MILWAUKEE ... WISCONSIN 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


Time to think about 


e Pearl Grit 

ePeat Moss 

e Dried Buttermilk 

© Nopco Cod Liver Oil 


Get Our Prices 
FEED SUPPLIES, INC. 


506 Chamber of Commerce 
Milwaukee Wisconsin 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


1076 WISCONSIN™ 
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Display and Sell 
Original 
LIMESTONE 
and 


CRIS 


PIQUA. OMI0 


PEARL PRODUCTS 
Quality Proved Since 1893 5; 

Our National Consumer Advertising Will 

Help Your Sales. 

Write for our Dealer Plan and- Sales. ‘Helps. 


Powered Lime 


| 
B T 
| 
PEARLTO 
NOWATE 
RESULT 


Tells How Federation 
Serves Farmers 


(Continued from Page Twenty-three) 


commodity exchanges and the practice 
is encouraged by the federation. Here 
the farmers may list articles for sale or 
for rent. Some merchants publish a 
list of articles and mail it to all their 
patrons. 

Fred M. McIntyre, Potsdam, N. Y., 
president of the federation, attended the 
meeting and answered questions that 
were asked by the enthusiastic directors 
and teachers. The program was in 
charge of A. K. Getman, chief of the 
agricultural education bureau, who stat- 
ed that the conference had accomplished 
a vast amount of good and had erased 
any misunderstandings that might have 
developed through a lack of knowledge 
of the services rendered by local feed 
merchants. 


Pick Convention Dates 
For National Parley 


The Grain & Feed Dealers National 
association has selected the Congress 
hotel, Chicago, for its annual conven- 
tion this year. Dates of the meeting 
will be September 18, 19 and 20. 

The Congress hotel is situated on 
Michigan avenue, almost directly across 
the street from the grounds on which 
the “Century of Progress” exposition 
will be held. Business sessions are to 
occupy the mornings leaving the after- 
noons free for the delegates to view the 
exposition. 


OHIO 


Tom Reed, former manager of the 
Sunshine feed store, Centerburg, has 
opened a feed establishment of his own. 

C. E. Plummer, Seaman, has taken 
over the business of the Harsha Mill- 
ing Co. 

John F. Slattery, manager Farmers 
Exchange elevator, Willard, recently 
suffered painful injuries when he was 
drawn into a shaft by a moving belt 
and crushed against a post. 

C. H. Neff Flour Milling Co. has been 
opened for business at Canfield. 

Herman Goldner, secretary, Genoa 
Feed Mills, Genoa, was killed recently 
when the automobile which he was driv- 
ing collided with an interurban car. He 
was associated with his brother, Harry, 
in the business. 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


Chamber 


of Commerce 


Milwaukee 
Wisconsin 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


Lhat more of 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


4 
"a > 


iy 


Chicago. 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 


A Little Goes 
A Long Way 


Tests show MARDEN’S Certi- 
fied Cod Liver Oil is one of the 
most dependable and economi- 
cal sources of vitamin strength. 
Derived from healthy cod—it 
comes to you full strength and 
natural balance—just as Nature 
intended it. We recommend 
one-half of one per cent for 
best results. Figure what you 
save by using MARDEN’S. It 
gives best results—at lowest 
cost per feed ton! " 


Write for booklet and 
low quantity prices now. 


MARDEN: WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, III. 


Pecos Valley Alfalfa Mill 
Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 1, No. 1. 


January, 1933 


Milwaukee, Wis. 


Let’s Not Be Afraid 


Start 1933 
With More 
Confidence 


If every man and 
woman in the land 
would make the reso- 
lution—‘“‘I Will Not 
Re Afraid’’—for the 
new year and adhere 
to it even for a short 
while, the economic 
ills that beset us would 
end as quickly as the 
beam of a_ friendly 
lighthouse banishes 
doubt from the mind 
of a skipper approach- 
ing a strange shure. 


It is the cold touch of 
fear that paralyzes our 
industries, the clutch 
of doubt and uncer- 
tainty that saps our 
purpose as individuals 
and as a mass. 

There is great plenty 
in the land. here is 
more than we need of 
food, of materials for 
clothing and for hous- 
ing. There is plenty 
of money for use as a 
medium of exchange. 
In the feed and grain 
industry prices are at 
the lowest level in 


New 


THE RIEBS CO. 


Milwaukee, Wis. 


Wishes You a Happy 
and Prosperous 


Year 


history. Opportunity 
lies ahead. 

We have made ter- 
rible mistakes in our 
handling of these bless- 
ings, but no mistake 
that cannot be reme- 
died or undone. Why 
can we not tear away 
the bond of fear, lift 
our chins, throw out 
our chests and take 
our positions at the 
helm of the ship of 
progress with new 
courage, new energy 
and new determina- 
tion? 


Son (who caught his 
father kissing the 
maid): Watcha doin’, 
pop, kissin’ the maid?”’ 

Pop: “Bring me my 
glasses, son, I thought 
it was your mother.” 


Riebs View 
Makes Bow 


Riebs View is as new 
as 1933. In this little 
corner we are going to 
meet you every month 
and have a_ friendly 
chat. Our little news- 
paper, we hope, will 
give you inspiration, 
make you laugh and 
forget your troubles 
and remind you of the 
fact that we are still 
at the old stand going 
ahead with confidence 
and ever anxious to 
serve you as we have 
done in the past. 


An optimist is an 
old maid who sleeps 
in a double bed. 


Published Monthly by The Riebs Co., Milwaukee 


The CUBER—the machine used 
for making feed cubes for 
cattle, sheep, horses, dogs and 
foxes and pellets for rabbits 
and poultry. 


S. HOWES CO., INC. 
SILVER CREEK, N. Y. 


A-C 
POULTRY 
FEEDS 


stand for quality 


These feeds have stood up under 

the most severe tests—and are 

known to produce “A FEEDERS 
“An A-C PROFIT”. 


Feed for Here is your opportunity to build 
4 up a business that will substan- 
need” tially increase. 


MIXED CARS, WITH FLOUR AND 
® MILL FEEDS OUR SPECIALTY. ® 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 


When Better 
Feed Grinders 


JAY 


WILL BUILD THE 


Start the new year right by installing the World’s 
Greatest Feed Grinder. “JAY BEE” will build a real 
grinding business for you— build good will which no 
other equipment or merchandise can do. 
Undeniable proof of “JAY BEE” superiority has been 
established. Quality of grind, capacity, long life, low 
operating and upkeep cost are not equaled in any other 
grinder. The largest millers and custom grinders in 
America and abroad prefer the Bossert made “JAY 
BEE,” because trials, tests, and experience have proved 
“JAY BEE” the biggest value in a feed mill: the best 
feed grinder made. 
Sizes and styles to meet eve: rindi i : 
Batch Mixers, Molasses Mixers, Corn Crackers. 
Write for descriptive literature, terms, etc. 

J. B. SEDBERRY, Inc. 61 Hickory Street, Utica, N. Y. 

J. B. Sedberry Co., 819 Exchange Ave., Chicago, Hl. 
Jay Bee Sales Co.,319-325 Live Stock Exchange Bldg., Kansas City, Mo. 
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Vitamins and TOGETHER 
Mueh More Effective 
Than Vitamin D Alone 


KNOWLEDGE of the greater value 
of a combination of Vitamins A and D 
over Vitamin D alone is very important to 
every poultryman. This has been proved 
by tests not only in our poultry laboratory 
but on human beings as well. Perhaps the 
most striking evidence of this is that given 
by two prominent medical authorities after 
a long series of tests on children. They 
found that the COMBINATION of Vita- 
mins A and D as found in cod liver oil 
gave much greater protection against rick- 
ets than Vitamin D alone. Here is what 
they said at the conclusion of the tests: 
“As expressed by us in 1930, we still are of the 
opinion that rickets ts not due to a deficiency of 
Vitamin D alone, but that Vitamin A and pos- 
sibly other factors play an important part in this 
disease.’ —Adolph G. DeSanctis, M.D., John 


Dorsey Craig, M. D., New York. New York 
State Journal of Medicine, September 18, 1931. 


The control of rickets in poultry, as is the 
case with children, is made more certain by 
an efficient combination of Vitamins A and 
D. In addition to helping prevent rickets, 
Vitamin A is a definite aid in building re- 
sistence to the many infectious diseases 
that are a constant menace to the profits 
of every poultryman. 


In CLO-TRATE Concentrated Cod Liver 
Oil, you can be sure of a definitely stand- 


Biological chemist in Health Products Laboratories 
examining bones for evidence of rickets. 


ardized supply of BOTH Vitamins A and D 
for poultry. CLO-TRATE is manufactured 
with the identical concentrate of high grade 
cod liver oil used in the manufacture of 
White’s Cod Liver Oil Concentrate Tablets, 
accepted by the American Medical Associa- 
tion as a dependable source of Vitamins A 
and D for humans. 


CLO-TRATE is easily mixed, dependable, 
and economical. Begin now to mix it in 
your poultry feeds. Write today for further 
information and quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


113 North 13th St., Newark, N. J. 


CLO-TRATE 


323 West Polk St., Chicago, IIl. 


Reg. U. S. Pat. Off. 


CONCENTRATED 


COD LIVER OIL 
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TIE HIGHEST PRICED FOUR IN 
AND WORTH ALL COSTS 


Quality Standards Maintained 


While some mills have lowered their 
prices and quality to meet cheap flour 
competition, KING MIDAS has rigidly 
adhered to its policy of manufacturing 
only the very finest flour at a reasonable 


price, convinced that the best is the cheap- 


est in the end. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


Fe THE GOLDEN TOUCH 

FLOUR 

CO 

OVER 1,000,000 BARRELS YEARLY PRODUCTION 


